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@ Here's the model that leads the 
whole parade of fast-selling Hood 
Leisure Line Sandals. More orders 
have been received to date for this 
number than for any other in the 


complete line. 





Unique Style Service 


Carefully designed on the most authoritative forecasts of 
1938 styles, the new Hood Leisure Line Sandals will satisfy 
the demands of your most discriminating customers. The 
Hood salesman can help you select real volume-sellers from 
this complete line of sport oxfords and sandals. Write for 
* information: Hood Rubber Co., Inc., Watertown, Mass. 


—FIOOD— TIdOD FEATURES SELL PEOPLE THE FIRST TIME 
Ga Tum BRINGS THEM BACK! 
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VOICE of the TRADE 


POSTED in several of the rooms 


at the National Shoe Fair was the 


Oxford Creed: 


“Absolute honesty. Absolute 
purity. Absolute unselfishness. Ab- 
solute love.” 








We had no way of testing the 
“absolute” but the mere fact that 
the Creed was displayed, indicated 
a desire for some other law than 
“An eye for an eye and a tooth for 
a tooth.” And may we complete 
the couplet: “An idea for an idea 
and a truth for a truth” to put it 
in its proper National Shoe Fair 
’ spirit. 

Two years ago, when Frank 
Buchman of the Oxford Group, 
came to New York, two shoe men— 
sauntering along Broadway—saw 
the old Metropolitan Opera House 
lit up like a church (literally true). 
They stepped up to the cashier’s 
cage and asked for two tickets— 
not knowing what was going on but 
rather having a desire to see the 
old “Met” in its Diamond Shoe 
splendor. The man at the wicket 
said: “You can’t buy tickets; they 
are free—but you are in luck be- 
cause a pair of reserved seats in the 
fourth row have just been turned in, 
otherwise the house is filled to the 


very last inch of standing room.” 
The two shoe men walked down 
the aisle. They were late. The 
meeting had started and the first 
remarks that they heard were de- 
livered by the President of the legis- 
lative body of Norway. He was 
saying: “There are three sides to 
every argument: Your side, my 
side and the right side.” 

I have found that the spirit of 
the Oxford movement is “Go to the 
right side first and reconcile your 
differences to the truth you find 
there.” 


ORTHOPEDIC 
SHOE 


HAY FEVER 
MEASLES 
FALLEN ARCHES 
SPRAINS ex 








HEEARD at the National Shoe 
Fair: 

“A stuffed shirt is one whose ac- 
complishments are less than his 
pretensions.” 

“You can’t continue to fool the 
public by cramming unbelievable 
copy about what an orthopedic shoe 
will do into your advertising. It 
not only taxes the public’s im- 
agination; it insults its intelli- 
gence.” 

“You’ve got to have merchan- 
dise if you want to do business. The 
majority of shoe men had a good 
year and they are stepping into a 
better one if they only have the 
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right shoes at the right time, at the 
right prices.” 

“When you go to a show, the 
thing to do is to separate a man 
from the crowd and you will find 
that he has tolerance, intelligence 
and an appreciation of the neces- 
sity for doing a good job—reces- 
sion notwithstanding.” 


* * * 


THE WORLD ‘g 


REATEST 
BARGAIN 
aS x ; 


WARD MELVILLE’S telegram to 
President Roosevelt, packed a wal- 
lop of authority when he said: 
“The prices in retail stores on con- 
sumer goods are lower . . . shoe 
prices being more than 15 per cent 
lower than in 1920—and the value 
which the consumer gets for every 
dollar spent for shoes is greater 
today than it has ever been.” 

Proof thereof comes from Ma- 
chinery and Allied Products Insti- 
tute in its study of machine-made 
products measured against  pur- 
chasing power of factory wages in 
1914 and today. In 1914, typical 
men’s work shoes cost $2.30—to- 
day, $2.10. In 1914, the factory 
worker put in 9.3 hours to earn the 
price of a pair of shoes. Today he 
puts in 3.4 hours. 

No other commodity in the en- 
tire list, from clothing to tobacco, 
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including such things as baby car- 
riages to bicycles, showed a com- 
parable index. 
* * % 

MIARY BROUWER FINLEY of 
Milwaukee, a recognized authority 
on proper shoe fitting for young- 
sters, as a result of years of re- 
search work in that field—spoke 
before the National Shoe Retailers 
association on the first evening of 
the National Shoe Fair on “What 
About Children’s Shoes” and two 
days later broadcast her message 
over station WLS. 


* * * 


MIERRYLE STANLEY RUKEY- 
SER, economic commentator for the 
Hearst papers, is author of a page 
that has appeared in newspapers 
throughout the country. And this 
line is in bold face. 

“Every step a United States 
woman resident takes in a pair of 
these shoes is a step toward keep- 
ing an AMERICAN WORKMAN 
out of his job and a step toward 
reducing HERSELF to the level of 
the Czechoslovakian peasant 
woman.” 

COLONEL LEONARD P. AYRES, 
vice-president of the Cleveland 
Trust Company, says: 

“Our prospects of recovery in 
1938 depend upon the degree of 
cooperation, tolerance and good 
will that may be developed in the 
relationship of Government, labor 
and business. The grim fact is that 





in three short months we have lost 
most of the gains of the past three 
years and if we are to win them 
back, the process of recovery must 
get under way and begin a strong 
advance reasonably early in 1938.” 


* * * 


W. G. DOWNING of Church’s 
Shoes at 424 Madison Avenue, New 
York City, displays annually, on 
Washington’s birthday, in the win- 
dow of his exclusive store, a pic- 


ture of Sulgrave Manor, Northamp- 


- 
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—Who said taxes? 

—Taxes to the right of us. Taxes to 
the left of us. 

—Direct taxes, indirect taxes; visible 
taxes, hidden taxes; taxes if you 
do, and taxes if you don't; taxes 
that fit every slightest excuse; 
taxes that tax purse and patience 
alike. 

—Let's go to Bermuda— 

—Where taxation is almost negli- 
gible. 

—Where there's no income tax, no 
death, estate, inheritance or gift 
tax, no personal property, school 
or poll tax— 

—And no taxis, either. 

—What a happy haven for the tax- 
harassed. 

—Let's go. 


p A eg ay 


President | 





tan, England—home of Lawrence 
Washington,. twice Mayor of 
Northampton and direct ancestor 
of George Washington, first Presi- 
dent of the United States. Pur- 
chased by the British Peace Cen- 
tenary Committee in 1914, Sul- 
grave Manor has beea lovingly re- 
stored and suitably furnished with 
objects relating to the Washingtons. 
The formal dedication and presen- 
tation of Sulgrave Manor as a 
rallying center for all who wish to 
promote friendship and understand- 





ing between the British and Ameri- 
can people took place on June 21, 


1921. Hundreds of thousands of 
Americans annually visit this 
shrine. 


The ensign of the New Republic 
was inspired by the Washington 





1938 


coat of arms—The Stars and Bars 
—appearing on the tombstone of 
Lawrence Washington in Brington 
Church, also reproduced in this 
historic display. 

The Northampton Guild of Shoe- 
makers was founded about 1400 
A.D. and several of the subjects dis- 
played in Church’s windows depict 
the early scenes that have made 
Northampton famous as England’s 
greatest shoe center. 


* * * 


PRESIDENTIAL secretary Early, 
in discussing the conferences now 
being held with business men, at 
the White House, was quoted as 
saying : 

“In the light of President Roose- 
velt’s recent utterances, that sales 
problems would be discussed, he 
las emphasized the desirability of 
spreading orders over the year to 
stabilize business instead of lump- 
ing them, creating rush periods at 
one time and dull periods the next.” 








@H, Dem Golden Slippers! 
Oh, dem golden slippers! Oh, dem 
golden’ slippers, 
Dem golden slippers I’s gwine to wear 
Because dey look so neat! 
Oh, dem golden slippers! Oh, dem 
golden slippers, 
Dem golden slippers I’s gwine to wear— 
If dey don’t pinch my feet! 
s ¢ @ 
Oh, dem golden slippers! 
golden slippers, 
Dem golden slippers, I hopes dey’s wide, 
At leas’ quadruple E! 
Oh, dem golden slippers! Oh, dem 
golden slippers! 
I'll demand exchange on dem golden 
slippers, 
If dey’s not built for me! 
—J. Edw. Tufft 


oe * * 


MIR. AND MRS. SOL. KATZ of 
Lake Shore Drive, Chicago, enter- 
tained several hundred prominent 
shoe men at their apartments, Sun- 
day, Jan. 2, the night before the 
official National Shoe Fair opened. 
These annual events are in the na- 
ture of a salute to the shoe industry 
from Mr. Katz, one of the top 


Oh, dem 




















executives of the Fair store in 
Chicago. Mr. Katz not only mer- 
chandises shoes but a number of 
other departments in the big store. 
His affection for the shoe industry 
is unbounded and it was one of 
the smartest, friendliest gatherings. 

Following the party, a group of 
20 went to the Chez Paree, as guests 
of Barnard Solar of the Compo 
Shoe Machinery Corporation. He 
has a way about him, for the center 
table in the busiest night club in 
Chicago was held for the party for 
hours—just to carry on the spirit 
of the “tops.” 

‘ ee 8 
GOVERNMENT contractors sell- 
ing shoes to Uncle Sam will here- 
after be required to certify that 
their products are made and han- 
dled under specified working stand- 
ards just approved by the Secretary 
of Labor. 

The Government Contracts Board 
established under the Walsh-Healy 
Act recommended a minimum wage 
of 40 cents an hour and a maximum 
work week of 40 hours and Secre- 
tary Perkins has approved the $16 
weekly minimum. Those working 
conditions must be adhered to by 
members of the industry holding 
Government contracts amounting to 
$10,000 or more. 

One large Government order for 
shoes still pending calls for deliv- 
ery of 100,000 pairs to the Naval 
Clothing Bureau in Brooklyn, N. Y. 
The Navy Department’s Bureau of 
Supplies & Accounts called for bids 
on Dec. 10 for 65,000 pairs of low 
shoes and 35,000 pairs of high— 
sizes 5 to 11, but the bids were can- 
celled, officials explaining that de- 
livery requirements needed clari- 
fying. The Navy Department plans 
to readvertise for bids. 


* 








* 


Hi. L. WHITMAN was born with 
a bump of curiosity—something 
that you can find developed to a 
high degree along the South Shore 
of Massachusetts. He learned his 
shoemaking and then became shoe 
buyer for Woolf Brothers in Kan- 
sas City, Mo. He served for a time 
as educational director for Foot 
Joy shoes. But he had ideas on 
foot posture that wouldn’t be denied 
and had something to do with 
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Propr-Bilt shoes and the Posture 
Foundation promotion. 

Now he is the inventor of 
“AJUSTYO-STEP”—a lightweight, 
adjustable support of a laminated 
material in 1/64 in. sheets. You 
can take them off or put them on 
again, to get the proper lift. 

It just goes to show that the true 
inventor is one who makes his 
euriosity become practical. 


* * x 











THE outstanding association job 
in America is done by the National 
Retail Dry Goods Association and 
this year’s theme is: “Lowering the 
Net Cost of Sales Promotion by 
Developing Greater Efficiencies in 
All Its Branches.” 

The. twenty-seventh annual con- 
vention will be held at the Hotel 
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Pennsylvania, New York, Jan. 31 
to Feb. 4, and many shoe men at- 
tend every session for it is replete 
with shop talk. The banner subject 
to be discussed is: “Just what does 
the consumer want?”—the result of 
a country-wide survey. 


* * * 


OSTRICH, seal, water buffalo and 
reptile skins were included in the 
educational display of leather by 
the Tanners’ Council of America in 
the Grand Assembly room of the 
Stevens Hotel during the National 
Shoe Fair. Hung on racks for easy 
access were patent, goat, kid, side, 
hip and calf samples. Also re- 
ceiving the attention of visitors were 
various ingredients used in the tan- 
ning process. 
NATIONAL CHILDREN’S WEEK 
starts Feb. 14 and ends_ with 
YOUNG AMERICA DAY on Sun- 
day, Feb. 20. All forces for good 
are endeavoring to make this week 
outstanding. 














































































































































































































































"Ouch! These are perfect! They're for my gran'pappy. 


His feet are about half my size." 








INTRODUCTORY INSTALLMENT: 


THE FIELD 
And the Opportunity 


INTO every shoe sale three important factors enter: 
the salesman, who sells, the shoes which are sold, and, 
most important of all, the customer who buys, and who 
must be fitted and satisfied. The same three factors 
are to be found in every sale, regardless of what sort 
of merchandise is being sold, but in the case of shoes, 
the relationship and the emphasis are different. 

There are some kinds of merchandise sold at retail 
in which the element of customer satisfaction is rela- 
tively unimportant, so far as the salesman is concerned. 
The purchaser of a pack of cigarettes derives whatever 
of satisfaction he experiences from the merchandise 
itself, and not at all from the manner of its selling. 
There are many kinds of merchandise, of course, in 
which the element of fitting, so important in the shoe 
sale, plays no part whatsoever. In the case of shoes, 
the immediate sale and the possibility of future sales 
both depend on the satisfaction and confidence of the 
customer, and the ability of the salesman to fit the cus- 
tomer’s feet correctly. We frequently hear a shoe mer- 
chant say, “I want to hire a good shoe fitter.” But he 
doesn’t mean that, or if he does he has an altogether 
erroneous conception of the function of the retail shoe 
salesman. For it is the salesman’s responsibility to fit 
feet, not shoes. He it is who brings merchandise and 
customer together, who presents the shoe to the cus- 
tomer, and who, if he is a good shoe salesman, does it 
in such a manner that the customer is favorably im- 
pressed, properly fitted and satisfied with her purchase. 

Keeping these facts and relationships in mind, it be- 
comes readily apparent that selling shoes at retail is 
no ordinary job of salesmanship. More and more shoe 
merchants are coming to recognize that fact, and are 
becoming aware that they and their salespeople must 
cooperate in every way possible in this important busi- 
ness of “getting more shoes sold right.” 

An organization of orthopedic shoe merchants in 
New York recently declared, as one of its ultimate ob- 
jectives, the licensing by the state of men and women 
engaged in retail shoe selling That, on the face of it, 
looks like a large order. There will be a vast amount 
of discussion and some heated argument, no doubt, be- 
fore such a consummation comes to pass. But the fact 
that it is receiving serious consideration amounts to 
a very significant recognition of the importance of 
efficient, well-trained salesmanship at the fitting stool 
in the distribution of shoes at retail. In Detroit, retail 
shoe merchants are cooperating with the Board of Edu- 
cation in planning courses to be made available to retail 
shoe salesmen both through the evening high schools 
and through Wayne University. Similar courses are 
already being given in New York and in other cities. 


HOW 
TO SELL SHOES 


And Satisfy 


Customers 





“4 SUBJECT which I believe offers the retail shoe 
men the greatest possibilities to hold and develop 
their business is the intensive training of their sales 
force to the end that no prospect is so poor that he 
or she cannot afford more than one pair of shoes 
at a time. 

“Every salesperson should be instructed as to the 
value of each line purchased, the relation of one line 
to another and the possibility of dovetailing these 
non-conflicting lines into potential two and three- 
pair sales. If this were done, the sales person’s earn- 
ings would be materially increased, the retailer 
would show the profit he is rightly entitled to, and 
the shoe factories of our country would be con- 
stantly busy.” 

HERBERT N. LAPE, 


President of Julian & Kokenge Co., Columbus, 
Ohio, in an address at the National Shoe Fair, 
Chicago, Jan. 4, 1938 














Mo 
Fif: 
cou 
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city 
gan 


Most of the big buyers on 
Fifth Avenue, and_ the 
counterparts of Fifth Ave- 


city of the country, be- 
gan their careers at the 









in every important 


fitting stool. 


All of these developments are further indications of 
the growing recognition that shoe salespeople should 
he better trained, not only in the technique of selling 
merchandise to the public, but especially in the impor- 
tant service of fitting the feet of customers with shoes 
that will properly perform the functions for which they 
are intended. 

From time to time one hears references to shoe sales- 
manship as a profession, and if the time is still some- 
what remote when it can be recognized as such, at least 
there is a mounting chorus of endorsement of the prop- 
osition that selling shoes at retail is a service which 
calls for a background of knowledge of feet, leather, 
shoes and shoemaking and the technique of fitting, plus 
a thorough training in the arts of salesmanship. 

In the face of this increasing call for better trained 
shoe salespeople, the men and women who are now sell- 
ing shoes in stores are doubtless finding themselves in 
a state of mind that borders more and more on per- 


Beginning a New 
Series of Articles 
for the Retail 
Shoe Salesman 












It is the salesman who brings mer- 
chandise and customer together .... 
and who, if he is a good salesman, 
does it in such a manner that the 
customer is favorably impressed, 
properly fitted and satisfied with her 


purchase. 


plexity, if not confusion. Manv of them, quite naturaily, 
are beginning to wonder what it’s all about. A con- 
siderable number, hearing from all sides of the impor- 
tance of their function in the scheme of shoe retailing, 
are doubtless looking at one another with the unspoken 
query on their lips which the impecunious individual 
in the cartoon addressed to his loquacious companion 
when he said, “If you’re so damn smart, why ain’t you 
rich?” In short, they are beginning to wonder what 
the rewards should be in a vocation that expects so 
much. And if the shoe trade in some localities has 
found itself with an incipient labor problem on its 
hands possibly it has itself in part to blame. 

In shoe selling, as in other sales occupations, what- 
ever the difficulties and responsibilities may be, it is 
obvious and apparent that the direct rewards of the 
individual can only be in ratio to the efficiency of the 
service. If salesmen are to be better paid, then they 

[TURN TO PAGE 36, PLEASE] 
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NEW YORK has recently witnessed the opening of 
an unusual number of fine new shoe stores, even for a 
city where the opening of a new store is too common- 
plaee an event to call for more than passing comment. 
One of the most noteworthy, the new Stetson Shoe 
Shop on Fifth Avenue, strikes a distinctive and out- 
standing style ndte on this street of fashionable stores. 

The entire front of the store on Fifth Avenue, and 
the side which extends around the corner on 36th 
Street, was designed to form an attractive frame in 
which fine shoes can be displayed in a manner that 
enhances their attractiveness and style appeal. All 
suggestion of decoration and ornament of the fancy 
type was eliminated so that the front is perfectly flat 
and simple, depending for its effect. upon the use of 
fine materials, harmoniously blended as to color and 
design. 

Norwegian rose marble, with accents of green-black 
marble, forms the principal material used in the front. 
The only motif which appears in the design is the use 
of the circle, employed in bronze discs in the corner 
tier, in the porthole-type sidelights of the doors and 
again on the window backing. All the trim used in 
combination with the marble is of bronze, including 








~ 
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The men’s department, lo- 
cated at the rear of the 
store, is typically masculine 
in appearance with grained 
wood trim and novel seat- 
ing arrangement of dark 
brown leather trimmed 
with natural pigskin. 


the letters forming the store name, which are built 
of bronze tubes, shaped and set out from the face of 
the marble. 

Ample display space is provided by the curved glass 
windows flanking the main entrance on Fifth Avenue 
and the store-length windows on the 36th Street side. 

The Fifth Avenue entrance has double doors of 
bronze with full-length glass. Flanking each side of 
the entrance are five portholes which allow additional 
natural light into the store. 

To the right of this entrance is located the accessory 
counter, which occupies the corner of the room. This 
section is built in a quarter-circle shape and this circu- 
lar theme is carried out in the stock drawers and the 
modern glass-topped display counters. Above the stock 
drawers is a large display cutout with -hidden lights, 
in which shoes, bags and hose are shown in pleasing 
combination. 

At the left of the entrance is a large fluted column 
of white, topped by’ an indirect lighting fixture of 
frosted glass. Also located here is a square cutout for 
additional display. 

Fitting chairs are located down the right side of the 

[TURN TO PAGE 32, PLEASE] 
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NEW SHOWPLACE 
OF SHOES 
ON FIFTH AVENUE 


Stetson Store Sets a Distinctive Style 


Note on the Famous Avenue of Fashion 


This attractive accessory department with its 
ample display space has brought much extra 
business to the store. 


The well-lighted and neat women’s section, designed to 
attract the feminine eye, provides the utmost in comfort 
for the woman customer. 





Paillete trimmed evening sandals are just a step behind pailletted frocks. Enzel makes the 
sandals in gold or silver kid, also in black grosgrain silk, with bows on ‘their toes and the 
paillettes in multi-color. For evening also are Enzel’s jeweled sandals, the red, blue and white 
stones shaped like stars and warranted not to tear the most fragile frock. The model photo- 
graphed is in gold kid. 

Back—Black grosgrain sandal with multi-colored spangles. 

Left—Silver kid with multi-colored spangles. 

Right—Gold kid with colored stones, like rubies, 

emeralds, and sapphires. 


Typ oP 


THE covered toe will be almost as rare this 
Spring and Summer as the covered wagon. Paris 
botiiers are giving toes the air, and in other ways 
providing a degree of nudity in sandals never 
dreamt of in their shoe philosophy of last year. 

Joseph Casale’s strips of red kid to make a 
sandal (see sketch) are only matched in Roger 
Vivier’s elastic-strip sandal where red kid shirrs 
on elastic bands in the manner of ribbon on 


garters. 

By contrast, the new pumps have a cloistered 
look, very enfermé or closed-in, and shorn of Something new in an open-toed evening sandal 
frivolities. The cut-outs and put-ons so marked with low cut side and isolated high back made of 
; " . green kid and trimmed with saw-toothed gold kid. 
in Paris footwear last year, seem to have dis- Bicslamed hy: Jess Ciguds aak tammahall by Schtaparelt 
appeared. Raffaele’s pump sketched is a case in 

Hand lacquering in black is the new and unusual trimming on 


point, _the “rabbits’ ears” looking alert but this afternoon pump of black antelope from Netch & Frater. A 
scarcely extravagant. tiny saw-tooth edging of patent leather rims the back. 
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Survey of the French collection shows 
simpler treatment of pump patterns, in- 
creasing “nudity”? in sandals, a wide 
demand for kidskin, and saw-tooth 
edging as the latest trimming idea for 
shoes of this type. 


by 
aLick M: 


chion Peditor 
‘ 


pre 










Paris Fa 











Saw-tooth treatment appears again, this time 
on the overlying tongue of a brown kidskin 
sports shoe designed by Raffaele and shown 
by Schiaparelli. 


Sandal from Netch & Frater of lemon yellow 
uncrushable Formosa straw fibre, trimmed with 
red kid piping and yellow kid perforated 
“pinking.” 


ers 





















shoemeé Ks 






Another coal-black kid pump in the Paris area has 
an absolutely plain vamp but breaks out in back with 
four slender leather “bracelets,” each one to be buckle- 
fastened around the ankle. 

Spring promises to produce for town use, lots of 
kidskin footwear in black, brown and navy, with other 
town colors continued in suedes, and black antelope, 
as usual, playing a star part in formal afternoon wear. 
Contrasting accessories are slated to go over again, 
but the midseason has played up rather giddy costume 
colors for Spring and it looks (“looks” only at this Kid “rabbit's ears” trim an afternoon pump 


iit sees aes ene, eenneeee 1 ould of Raffaele made of black glacé kid and in- 
" ge) as 8 oe come We cluded in Schiaparelli’s collection. 






play more complementary and less dominating réles. 


Among this season’s trimming, the dentelé or saw- Schiaparelli shows one of the new “nude” sandals made en- 

; P 2 tirely of red kid bands and fastened with a red kid lacing. 

) tooth finish can be measured by miles, and this goes The toe bands draw together at the inner side and separate 
[ for sports and evening alike. Perforations are out at the outside. Designed by Joseph Casale. 


again. With so many thousands of paillettes used on 

evening frocks, it is not surprising that some should 

fall on footwear. Chanel uses them solidly, to cover Enzel is using paillettes with a lighter touch in an 
vamps of sandals worn with paillette trimmed evening open-toed evening sandal. Netch & Frater is concen- 
dresses. trating trimming efforts on hand-lacquered design. 
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CHARTING THE COURSE for 


A THOUSAND exhibitors and many thousands of 
shoes of all colors and materials, patterns and treat- 
ments, Lots of new ideas and lots of adaptations of 
old ones. As many opinions and predictions for the 
coming season as there were exhibitors to express them. 
In three breathless days of looking and listening at 
the Shoe Fair in Chicago, what did we learn about 
the shoes for 1938 that hase lasting value from the 
fashion and merchandising angles? 

First of all, shoes for the coming season are un- 
usually interesting, colorful, and charming. Mrs. 
Everybody—to borrow the clever designation of the 
Fashion Show commentator—should be delighted with 
the choice that is offered her. Patterns are airy, grace- 
ful, feminine, and very wearable. Detailing shows an 
artistic restraint combined with good workmanship. 
As for color—there is a riot of it, but showing the 
same good taste in its application. And there is excit- 
ing news in the padded soles—-whether wedge or clog— 
which have reached mass production for play shoes. 

To be more definite, what will be the best selling 
patterns for Spring and Summer? The answer is 
pumps and more pumps—all kinds, but usually with 
some sort of trimming, frequently perforations. The 
Y-throat is the outstandingly new idea in pump treat- 
ments and should be very important. Some pumps 
look like sandals. Some oxfords have almost a pump 
line. Yes, pumps are emphatically back in the picture. 

More popular than ever is the slip-on—or is it step- 
in to you? Women have become spoiled in more ways 
than one, and they want to be able to slip in and out 
of a shoe without the bother of laces or buckles. The 
sleeve gore, invisible and ensuring a snug fit at the 
heel, is very important in the new shoes. Sandals con- 
tinue strong but are more closed up and therefore more 
wearable, Oxfords are sandalized and dressy, or defi- 
nitely for sport, with the ghillie pattern a best seller 
in the second group. 

The Softie Continues 

The softie, or shoe with boxless toe, which was in- 
troduced with such success late last Summer, is now 
featured by every manufacturer. It is another example 
of smart pattern combined with comfort, or, as one 
speaker has more attractively expressed it, with sup- 
pleness. 

And speaking of toes, open toes are still with us, but 
most often the peep-toe variety. Open heels are out 
of the picture. The rounder toe last is being used by 
many manufacturers. Women are showing their good 
sense and taste here also, for the fuller toe is definitely 


The famous V-throat pump line with open 
toe and perforation trim in one of the berry 
reds, “Strawberry Patch,” by Schwartz and 


Benjamin. 









































A second 
pump, this one in I. 
Miller's new shoe and 
accessory color, Paris- 
and, their contribution 
to the promotion of 
warm tans and cop- 
bers. The vamp is per- 
forated suede and the 
quarter smooth leather. 
Note the tiny tailored 
bow as the only raised 
trimming detail. 


open-toead 


Swan’s Bandana San 
dal with cork sole, 
attached to which are. 
leather loops allowing 
for a change ban- 
dana strips. play 
shoe version of the new- 
draped treatment being 
used in more formal 
footwear, for day and 


evening shoes. 


“Triple Play,” 
Pasadena’s 
idea for a ico 


shoe promotion, 


the “Cool-ee,” fea- 


turing the new ge 
heel; “Sun-Scuf,” back- 
less and heelless as the 

name implies; and the 
“Quad,” a more formal ver- 
sion of the “Cool-ee” with a 
conventional low built-up heel. \& 
Duckcloth, dyed in an assortment 

of exciting new colors to match 
1938 play clothes, is the material. 
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SPRING and SUMMER BUYING 


Fashion trends for women’s shoes strongly indicated at the Chicago 
Show give first place to pumps, sleeve gore step-ins, and softies. 
Leathers are gaining new importance for summer wear, with reptile 
and pigskin leading as novelties. A brilliant season for color offers 


blues, coppers, and berry reds for special promotion. 


Big news in novelties is found in the promotion of 


the thick-soled shoe and wedge heel. 


more flattering as well as more comfortable for the aver- 


age foot. There.is a great diversity in heel heights, 
some running up to 21/8 and over, and down to 17/8 
and lower for street shoes. 


Interesting Trimming Details 


Although the silhouette is the thing, trim- 

ming details are varied and interesting. Cut- 

outs, perforations, punch work, are also im- 

7 portant in contributing to the airy and 

Showing the growing inter- > ee light appearance of the spring patterns. 


est in all-over — shoes led Pipings and pinked edgings are seen 
is this slip-on ‘rom the 


i a a conn frequently, often in a definite contrast 


Pf socom Par ‘ Gell aN color to the shoe. Calf, kid and some 
er. Ji ™ ; -— 
— cans ; reptile skins are used as piping on 
A suede ombré in three other materials. Very dressmaker 
suede om 


tones of gray which provide \ >, and ladylike are draped or 


three possibilities for match- \ | shirred treatments of kidskin 
geo colntue wee te \ BR! shoes. A certain amount of 
lattice effect in the vamp. \y braiding and stitching is being 
By Valley Shoe Mfg. Corp. used. Thong lacing continues 


: 4 to be an effective trimming 
ok ge maging pi fa on sport shoes. Its latest use 
and perforation trim. In } is on the “mudguard,” or 
bine kid, ‘brown calf, and es leather trim above the welt, 
Bridge. Two examples of wot ae: which is one of the most 


the sleeve gore step-in. popular new ideas for 
sport or swagger shoes, 
Shoes that feature outstanding issih antbasseliion 


patterns, materials, and treat- 5 “a ro campus, the revival of the 
ments for the coming season “fy Fg crépe sole is well under 
and that promise big sales ie way for women’s shoes. 


eee | = white or a color with the 


Walking oxford in beige reverse ie apie ee eyelets -” match. In dres- 
| calf and smooth tan saddle and ge fe sier shoes the lattice ef- 
' trim. _Two popular trends—a Fe See2 fect is a favorite treat- 

paras pi rll a — Be se eee: ies = ment. With bow knots 

the welt—are represented here. ir Bs and bandanas so strong 


Tweedie Footwear Corp. in clothes and accesso- 


[TURN TO PAGE 51] 
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*©7TEACH your dollars to have more cents” is a 
thrift message that can be used by one and all in the 
clearance of shoes and in the regular sale of shoes to 
the public in the first quarter of 1938. We are in a 
new period of “waiting” economy and it is natural to 
expect retailing to mark time rather than march ahead 
with the venture and adventure that it did a year ago 
this time. 

Another good slogan—‘Wise spending is actually 
saving” —particularly of necessitous and near-necessi- 
tous shoes. 

The General Federation of Women’s Clubs maps a 
“Buy-Now-Drive” for the nation. The Women’s Club 
expects to approach every group and class of women 
in the country, rural and urban, to unite in a program 
of wise spending, to stimulate distribution and produc- 
tion and keep money in circulation. The Chairman of 
the drive says: 


“This is not just a spurt oj activity, not just one 
more research commission. It is an emergency measure 
and we dedicate ourselves to a continuing crusade to 
rid this country of the dreadful fear of spending. Some 
women say they are afraid to spend because they don’t 
know what is going to happen; but if all did that, 
something would happen! 

“The President has urged us to begin spending, not 
thoughtlessly, but sanely and patriotically, with the full 
knowledge that by so doing we will keep men employed, 
and many now unemployed will be able to go back to 
work. Spend now and don’t be frightened.” 

The public is willing to buy and buy, providing it 
has the purchasing power. An organized drive for 
spending is hardly necessary in the income group rep- 
resented by weekly wages. However, if the Women’s 
Federation can cut the ice in the field of high class 
merchandise, it will do some good. In the top quality 
field, represented by mink coats and custom shoes and 
ull between, a buyer’s strike developed in October and 
has continued with all the grousing and grumbling 
predicated on stock market fluctuations. If the Federa- 
tion of Women’s Clubs can do some good in this field 
with a “Buy Now” gesture, it will be helpful for in no 
division of trade has the reduction of prices been so 
drastic. This quality field is worth saving and it rests 
with people who have the money to continue buy- 


ing . . . or else. 
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OUTLOOK 


Wise Spending Is Actually Saving 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


The middle class continues to carry the load. 
It buys its needs, particularly in shoes, no matter 
what happens economically. It pays and pays, 
in good times and bad, by self-denial, character 
and steadfastness. 


The low income and no-income group is in trouble, 
for not only must it reduce its purchasing but it must 
pay for its installment obligations. Now, if credit 
facilities would be made a little more lenient in this 
field, it would do much to stimulate buying, but the 
credit hounds are baying at the doors and the courts 
are filled with suits for amounts averaging less than 
$100.00. To tide these willing spenders over the next 
three months, with a more tolerant attitude on credits, 
would help more than anything else to stimulate buying. 
Shoes are in a better position because of the needs of 
all people for footwear; one item that must be pur- 
chased. 

The public is definitely value-minded in February. It 
can get values in every store, everywhere and it will 
buy if it has money. Make every inducement in the 
next six weeks of selling, with emphasis on the theme 
that “Wise spending is actually saving.” 

For four months now we have had progressive liqui- 
dation of shoe stocks and the feeling is general among 
shoemen that shoe stores are in a good position. Clear- 
ances have moved old stock and there is need for new. 
The situation wili brighten, for shoe stores at least, in 
the weeks prior to Easter and the opening of Spring. 

Some of the early promotions of cruise footwear and 
of advance Spring styles have been nothing more than 
window-dressing. The public is definitely thinking in 
terms of immediate use rather than advanced buying. 
A year ago a woman would buy a Spring hat in January 
and a straw hat in March, but this year it’s today’s hat 
today. Also today’s shoes today. Certainly no field of 
retailing has stimulated demand through style so well 
as the millinery industry. 

One most encouraging movement toward color is 
worthy of shoe interest for a colorful season in women’s 
dresses is in the making now. All-black may be frugal, 
but a touch of color brightens the American scene. 
Maybe we will be lifted out of lethargy by a stimulation 
of color in dress and footwear. 
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‘An elegant high-fashioned style in ? 
rust alligator. one and dozens of j % 
others now being shown by ANDREW a 
GELLER have scufless heels. The ij 
comfortable and wearable step=in gore ; 
shown here is really one of the very + 

smartest ideas in foot fashions this fall. 
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Push down on the pedals—tear up the road—these crisp autumn 
By days are fast days. But watch out for your heels . . . for there’s noth- 
: ing quite so damaging as the punishment that pedals can give them. 
What woman hasn’t, sometime or other, ruined a perfectly good 2 
pair of shoes while driving? Then’s when you wish you really had : 
insisted on getting shoes with scuffless heels. 

Today just about all the leading stores and shops have styles 
with scuffless heels, Shown here are two of the new fall models on 
which Scuffless “Pyraheel” is being featured. Look at their chic, 
their smartness, their style. See how practical they are—how they 











he won’t scuff, check or crack. And in the Built-up heel effect they’re 

oe lighter, they’re more comfortable to wear. 
a No wonder so many smart women are now asking for—and buy- 
ho ing—shoes with Scuffless “Pyraheel.” 
+See Smart to the tip of your toes when you're 
s wearing this chic black suede and black calf 
ee model from the new line of GROSSMAN’S 

SHOES, INC. Note especially the French 


custom-folded tip, fox and stays. Blind eye~ 
Be lets, too. And scufiess heels, of course 
comer 


PYRAHEEL 


Pat. OFF, 
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MIDDLE ATLANTIC SHOW 





THE Middle Atlantic Shoe Retailers Association 24th 
Annual Convention and Shoe Show will be held 
Feb. 13, 14 and 15, 1938, at the Benjamin Franklin 
Hotel, Philadelphia. Cooperating in the management 
with the M.A.S.R.A. directors are representatives from 
the Shoe Club of Philadelphia, Philadelphia Shoe 
Travellers Association and the Independent Shoe Re- 
tailers’ Alliance of Philadelphia. 

On Sunday, Feb. 13, the entire day will be open for 
retailers and shoe buyers to inspect shoe exhibits. The 
only business luncheon will be held at noon Monday. 


THE principal topics for discussion will include: 
Business outlook for 1938, federe! and state legisla- 
tion, Spring and Summer Style J-’. ances; Open Forum 
—key subjects for discussion « s promotion, mer- 
chandising, salesmanship, shor fitting, buying and 
store records. 

The educational subjects are in addition to the usual 
interesting and beneficial style conference. Prominent, 
nationally-known and well-qualified speakers will be 
on hand to address the meeting and to lead in the round 
table discussion. 

On Tuesday, Feb. 15, the entire day is free to con- 
~entionnaires for the inspection of lines on display. 

he Management Committee is planning the program 
1or the Monday business session to be of special in- 
terest and helpful to the largest percentage of retailers, 
particularly those whose annual sales are less than 
$50,000. 

Shoe retailers in M.A.S.R.A. territory will distribute 
30 million pairs of shoes during March, April and 
May in 1938. A large perceritage of the retailers who 


TO BEAT RECORD 


Advance Reservations of Display Space Give 
Early Indication of the Largest Showing in 
M.A.S.R.A. History on February 13, 14, 15, 1938 


CAL J. MENSCH, 


Secretary of the Middle Atlantic Shoe Re- 
tailers Association, who forecasts largest 
showing in Middle Atlantic territory. 


will be responsible for these shoe sales will attend the 
M.A.S.R.A. show. 

The 24th Annual Shoe Show will be a well-balanced 
shoe exhibition and the largest gathering of shoe men 
ever congregated in M.A.S.R.A. territory. The ap- 
proximate 300 lines on display for the inspection of 
retailers cover all grades of men’s, women’s and chil- 
dren’s shoes. Approximately 58 per cent of exhibits 
will be by manufacturers, 37 per cent by wholesalers 
and 5 per cent by accessory firms. This is an advan- 
tage to all kinds of shoe buyers, no difference what 
type of store a retailer operates or what price group 
he merchandises, he has an opportunity to inspect com- 
petitive lines in his grades. 

Questionnaires were mailed out early to all ex- 
hibitors who plan to display at the show, requesting 
information as to sample room set-ups, signs, etc. This 
was done so as to enable the management to have all 
sample rooms, signs, directory and many other services 
satisfactorily arranged by early Sunday morning in 
order that shoe retailers and buyers may conveniently 
and without interruption begin to inspect shoe lines as 
early as 9 a. m. Sunday, the opening day of the show. 


AT this early date more sample rooms have been 
reserved than were signed up last year three weeks be- 
fore the show, and a 42 per cent increase in sleeping 
room reservations compared with corresponding date 
of last year. This the officers and directors accept as 
the best possible evidence that the 24th M.A.S.R.A. 
Shoe Show vll be the largest ever held in our 
territory. 
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that once in position to offer trade men’s shoes 
with Kistler“BENCH BRAND” Leather Soles, 


you'll not thereafter be without them. * 


Effective shoe selling technique directs attention to some outstanding 
feature of construction. By so doing, judgment is prevented from being 
over influenced by the emotional appeal of style and price. Acceptance is 
built up by a rational appeal to the intelligence of the customer. It is a 
method which is known to improve turnover and profits. 


KISTLER “BENCH BRAND” SOLE LEATHER 


can be relied on for just such a feature. Uncommon merit elevated it above 
classification as conventional sole leather. Reference to its qualities will 
quicken men’s footwear sales. It will help you establish a steady line of 
profitable trade. Today, the man at the fitting. stool needs every selling 
help. Make Kistler “BENCH BRAND” Sole Leather his ally. 


FOUNDED 1840 


—*- 


Men’s shoes bottomed with Kistler 
BENCH BRAND Sole Leather retail 
at popular prices. 








of leather. The part used for 
KISTLER “BENCH BRAND” 
SOLES Is about 13% of the 
whole side. 
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LANGSTON REPORTS N.S.R.A. PROGRESS 


Exxecutive Vice-President of Retailers’ Association 
Tells Directors of 72 Per Cent Gain in Membership 
and Attainment of Important Association Objectives 


in 1937—Outlines Plans for Coming Year’s Work 


AT the meeting of the Board of Directors of the Na- 
tional Shoe Retailers Association, held on the eve of 
the opening of the National Shoe Fair, Jan. 2, at the 
Stevens Hotel, Chicago, Executive Vice-President L. E. 
Langston reported on the progress made by the asso- 
ciation in its various activities during the past year, 
and submitted recommendations for 1938. 

In the introductory paragraphs of his report, Mr. 
Langston outlined the four principal objectives which 
he had proposed to the directors one year ago and then 
told in detail of the progress made toward the attain- 
ment of each of these objectives. The first objective 
was the completion of the nation-wide organization 
plan, based upon the appointment of state and city 
chairmen to represent. the national association in lo- 
calities throughout the country. This plan was origi- 
nally proposed to the directors by Mr. Langston at a 
meeting in November, 1936. At the beginning of last 
year he predicted that by January, 1938, the associa- 
tion would have official representatives in 500 cities, 
and this prediction has been more than fulfilled, with 
554 state and city chairmen functioning in their respec- 
tive localities throughout the country. 

The second objective announced a year ago was the 
enlargement of the association’s Monthly Bulletin. 
This recommendation has been carried out, not only 
in the development of such important features of the 
Bulletin as “Fashion Flares” and “Promotion Targets,” 
which carry to the members each month useful and 
practical information of the character suggested by 
their titles, but also by a marked increase in the cir- 
culation of the Bulletin, which has resulted from a 


SSS er 


L. E. LANGSTON 
Executive Vice-Presi- 
dent, National. Shoe 
Retailers Assoéiation. 





72 per cent gain in N.S.R.A. membership during the 
year 1937. This membership gain, which was _ par- 
ticularly gratifying to the directors, was dealt with in 
detail by Mr. Langston in another section of his report. 

The third objective cited a year ago was the im- 
provement of the association’s statistical service to its 
members through the analysis of retail operating and 
merchandising experience in the shoe business. Here 
Mr. Langston reported on the survey and analysis 
made in 1937 with the cooperation of the Research 
and Statistical Division of Dun & Bradstreet. Recog- 
nizing the desirability of making this statistical study 
more comprehensive and valuable by having a larger 
number of reports from retailers upon which to base 
the figures and conclusions, Mr. Langston reported 
that the work done last year has, nevertheless, called 
forth much favorable comment and has been widely 
recognized as a step in the right direction. The Board 
of Directors, at its meeting. Sept. 9, authorized con- 
tinuance of this work with Dun & Bradstreet and Mr. 
Langston told of his plans to make the 1938 survey 
and analysis more extensive and useful than that of 
1937. He asked the directors to submit, within the 
next month, suggestions as to additional information 
that might well be included in the reports in order to 
make the analysis more useful and complete. 

The fourth and final objective referred to was the 
continuance of efforts to improve the semi-annual style 
conferences. Here again Mr. Langston reported definite 
and tangible progress in the past year, during which 
two of the most successful conferences in the history 

[TURN TO PAGE 32, PLEASE | 
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room and in a double row, back-to-back, 
a little off center of the room. Those 
in the near center are fronted by a 
display fixture which shows shoes on 
top and accessory combinations inside. 
This fixture is fronted by glass at the 
near top and. illuminated by hidden 
lights. 

Stock is carried at both side of the 
room in wall-flush stock shelves. Re- 
serve stock is carried in a large stock 
room at the right, with access by 
means of curtain-hung doorways which 
divide the stock shelves on the right. 
Those at the left of the room are 
divided by full-length fitting mirrors. 

All lighting is of the indirect type, 
with modern fixtures hung from the 
ceiling. 

The same note of rich simplicity seen 
on the exterior of the store, is carried 
out on the interior. The usual cornice 
and pilaster has been eliminated. Each 
section of the shelving is framed by 
medium-colored mahogany molding. 

The color scheme of the store was 
selected to further the sense of rich 
simplicity. The wall-to-wall carpet is 
of a light mahogany shade in keeping 
with the woodwork; pale apple green 
trim is also reflected in the apple 
green silk rep covering on the chairs 
and in the curtains of the entrances 
to the reserve stock. A soft yellow 
accent appears on all the exposed por- 
tions of the chairs, the lighting fixtures 
and other incidental trim. The walls 
are chalk white with the exception of 
the front wall and the half circular 
wall behind the cashier’s circular coun- 
ter located to the right of the room 
and at the entrance to the men’s de- 
partment. Here a simple floral wall- 
paper was used, employing the ma- 
hogany and chalk white tones. 

Located at the rear of the store and 
with its own entrance on 36th Street, 
is the men’s department of this new 
Stetson store. This department is 
separated from the women’s section 
by simple, open displays which, extrud- 
ing from the side walls, give the ap- 
pearance of an entrance to the men’s 
department. 

The floor is covered by a wall-to- 
wall carpet of a dark tobacco brown. 
The large quarter-circular settee which 
takes the place of the usual chairs, is 
upholstered in a dark tobacco brown 
leather, trimmed with natural pigskin. 
The walls are chalk white and dark 
brown. In this department a masculine 
atmosphere is achieved by the use of a 
large panel of East Indian rosewood, 
which is purposely made heavy and is 
treated with bronze stars and a bronze 
silhouette of the head of a Greek 
warrior. This panel takes up the rear 
wall of the men’s section and through 
this, by means of a concealed doorway, 
access is gained’ to the office of G. L. 
Harger, general manager of the Stet- 


son retail stores. 
As in the women’s section, all stock 
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New Showplace of Shoes 


[CONTINUED FROM PAGE 20] 


is carried in wall-flush shelves which 
are trimmed with mahogany. 

The store is fully air-conditioned, 
which provides an even temperature 
making for greater efficiency of: the 
sales staff and more comfort for the 
customers, besides being of great aid 
in keeping the store free from dust. 

Designed and built by Ross-Frankel, 
Inc., Morris Lapidus, associate, this 
new store is an outstanding retail shop 
in a busy shopping district. Its loca- 
tion is close to several of the large 
New York department stores and with- 
in easy access of the Pennsylvania and 
Long Island Railroads, by which many 
customers enter New York City for a 
day’s shopping. 

Business has shown a good increase 
since the removal of the store from its 





A Medieval Shoemaker 
re a an ph 





From an illuminated manuscript, 
Nuremberg, Germany, 1436. 

Shoes at that time were made of only 
one kind of leather. The special type 
for soles had not yet b popular. 
The leather was sewn together at the 
center — where laces are today —and 
shoes were opened at the side. The mas- 
rd shown here is cutting the finished 
shoe. 

Shoemakers at that time were not free 

to create shoe models of their own lik- 
ing or their customers’, Sumptuary laws 
restrained them in detail to the mate- 
rials used and styles made. The peasan- 
try was confined by custom to rough, 
boorish shoes which were often tied by 
colored ribbons. This most character- 
istic part of their attire eventually be- 
came the revolutionary symbol of the 
masses and was placed on the flag of 
the peasants’ revolt. 
- Shoemakers who overlooked munici- 
pal regulations were fined or banished. 
It was certainly a trying period for the 
shoe stylist. He could not follow his 
imagination naturally; he worked with 
a law book in one hand and the tools 
of his craft in the other. 





old location on 42nd Street and a total 
of 41 per cent new customers has been 
noted since the opening of the new 
store. 
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of the association were conducted with 
important changes. in procedure which 
added much to their interest and value. 
Further changes were suggested to im- 
prove the work of the style conferences, 
and Mr. Langston told of a meeting be- 
tween representatives of the N.S.R.A. 
and the Tanners Council at which such 
changes were discussed, including the 
advisability of charging an admission 
fee for the two-day sessions. It has 
been suggested that moneys received 
in this manncr be kept in a separate 
fund and used exclusively for the pur- 
pose of providing information and ma- 
terial for use at the style conferences. 
Mr. Langston recommended that a 
committee be appointed to go into the 
matter with the Tanners Council and 
cooperate with that body in the de- 
velopment of a specific working pro- 
gram. 

In concluding his report, Mr. Langs- 
ton touched upon the membership activi- 
ties of the association and upon its 
legislative work, carried on with the 
able assistance and wholehearted co- 
operation of A. H. Geuting, chairman 
of the Legislative Committee; Herbert 
Rich and Edwin Hahn, working in con- 
junction with the Retailers National 
Council and the American Retail Fed- 
eration, in both of which the N.S.R.A. 
holds membership. Work done in con- 
nection with proposals of consumer 
groups for standardization of sizes and 
likewise in opposition to the proposed 
trade treaty with Czechoslovakia was 
emphasized, and in both instances the 
N.S.R.A. -worked side by side with 
Chairman Miller and President Ball 
of the National Boot and Shoe Manu- 
facturers Association for the protec- 
tion of the common interests of the 
shoe industry. 

Under the heading of “Inter-Indus- 
try Relationships,” Mr. Langston spoke 
of the fine cooperation that has existed 
and the friendly relations that have 
been developed with the National Boot 
and Shoe Manufacturers Association, 
likewise the rubber industry, the Shoe 
Fashion Guild, the Tanners Council 
and other trade groups. He touched 
briefly upon the four meetings of the 
Board of Directors conducted by Presi- 
dent Tuffly in the course of the year 
and upon his own attendance at meet- 
ings of the Retailers National Council, 
the American Retail Federation and 
the convention of six regional and 
state associations, namely, Texas, Mid- 
dle Atlantic, Pacific Northwest, Cali- 
fornia, New York State and Maine. 

Mr. Langston’s report of associa- 
tion progress was highly commended 
by the directors attending the meeting 
and was unanimously approved. 




















MAKE YOUR 


THE job of the modern shoe window is to sell: with 
accuracy, with vigor, and with constant drive. With 
compelling force it must exert a continual “draw” on 
the passing crowds, pushing a steady stream of buyers 
within the reach of the merchant. Each window must 
thrust itself at the potential customer with an impact 
that is sharp, clear, and finally irresistible. 

The window that does nothing, or says nothing, sells 
—nothing. Instead of serving as a natural bridge 
between merchant and customer, it imposes a heavy 
screen through which the buyer must penetrate. Modern 
selling utilizes every possibility of this great advertising 
medium. No more pretty pictures to obscure, some- 
times even submerge, the wares. No more frantic 
scarehead messages shouting down the merchandise 
in an attempt ,frequently ludicrous, at melodrama. No 
more hit or miss efforts to “dress up the window.” 
Today the window is a unit requiring, and what’s 
more greatly repaying in increased profits, all the 
science and skill of experienced specialists. 

To this end the architect, with his logical and in- 
genious space arrangement, the artist, with the magic 
of color, light, and design, and the draftsman, mold- 


é 


. 


BOOT AND SHOE RECORDER, January 22, 1938 


WINDOWS SELL 


The graceful platforms and delicate pastel 

coloring of this window give the merchandise 

new lift and sparkle. From a Spring group, 
designed by Shenker Displays, New York. 


ing every available inch into a coherent and articu- 
late whole—all conspire to create a dynamic stag- 
ing for merchandise. With the result that each item 
emerges with strong emphasis and increased value, 
and the entire window is coordinated into a dramatic 
exposition. In a word, the window sells. 


BRECOGNIZING the undeniable force of modern dis- 
play, most of the smaller merchants are unable to use 
the expensive methods practiced in great metropolitan 
centers, and by the large chain organizations. 

A large New York display concern is now developing 
a plan to make timely and forceful window displays 
available to independent shoe stores at moderate cost» 
through quantity production. Displays which are easily ~ 
adaptable to shoe windows of various sizes and shapes 
will be supplied to one store in a community or terri- 
tory, together with such information as will be neces- 
sary to aid the merchant in setting up the display. 








MORE SHOES 
in 1938 


New Ideas for Spring Dis- 
plays Which Can Be Built and 


Installed at Moderate Cost 


The harmony of novel platform treatment 
and decorative background makes this a 
window of strong masculine appeal for 
Spring. It represents one of a group de- 
signed by Shenker Displays, New York. 


As a preliminary to the inauguration 
of this service, the concern in question 
is offering to make a free analysis or 
survey of the window problems of any 
shoe retailer who is interested. This is 
the first time that a shoe window ser- 
vice of this particular kind, suited to 
the needs of the average store and with- 
in the reach of the average retailer from 
the standpoint of cost, has come to the 
attention of the writer. It suggests in- 
teresting possibilities in the solution of 
a rather difficult problem in shoe store window display, 
namely that of obtaining truly professional window 
backgrounds and trims, comparable with those of the 
big stores, at a cost within the means of the average 
retailer. Further details concerning the analysis ser- 
vice referred to above will be supplied, upon request, 
to any retailer who is interested. 

The keen interest which most shoe retailers have in 
the subject of window displays was again demonstrated 
at the Shoe Fair in Chicago, when throngs of mer- 
chants studied the photographs of displays entered in 
the window contest, which were on exhibition in the 
mezzanine floor. The importance of good windows was 
emphasized again and again in the discussions and in 
the merchandising clinics. 

The fact that 1938 will be a year in which retail sales 


promotion becomes of even greater importance than 


heretofore is recognized by enterprising merchants 
everywhere, and also by manufacturers who realize the 
necessity of speeding up sales at retail if there is to be 
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a market for factory output. Big stores, including de-— 
partment stores, chain shoe stores and the larger inde- 
pendent shoe retailers are creating more beautiful and 
attractive displays than ever before and are concen- 
trating their thought and energy on the type of displays 
that will sell more merchandise. Consequently it be- 
comes something of a problem for the smaller stores 
to create windows that will not suffer by comparison 
with those of the larger from the standpoint of appear- 
ance and which will at the same time do an actual sell- 
ing job that will be reflected in an increased volume 
of business. 

With a complete change of background for each sea- 
son — Spring, Summer, Autumn and Winter — as 
planned in the service’ mentioned above, it should be 
possible for the smaller stores to present fresh attrac- 
live displays by changing the merchandise and arrange- 
ment at frequent intervals, and at the same time impart 
to their windows the professional look that makes the 
displays of the larger stores so interesting and attractive. 
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Chicago Store Plays Up Python Shoes 





A shoe etude by Mandel Brothers, Chicago, featuring python footwear. This 
ndrew ‘oused 


Geller of New York, has ar 


much inter- 


oor ts the en of os tates and has been featured in stores from coast 


to coast. 





How to Sell Shoes and Satisfy 
Customers 


[CONTINUED FROM PAGE 19] 


must first see to it that they become 
better salesmen. That is fundamental 
economics, since the rewards of selling 
must necessarily come through the cash 
register where sales are recorded. And 
so the salesman, if he’s a wise sales- 
man, will first determine to make him- 
self the best and most efficient kind of 
salesman of which he is capable, be- 
fore he undertakes to put the boss on 
the spot by demanding a boost in 
salary. 

If he’s an ambitious sort of indi- 
vidual—and he won’t be much good if 
he isn’t—then he will naturally in- 
quire into the ultimate potential re- 
wards of the profession, vocation, or 
whatever one might call it. And he will 
likely find himself confronted with a 
very conflicting mass of information, 
opinion and advice, out of which he 
must form his own conclusions. 

There are a lot of men in the shoe- 
selling game, who, unfortunately, 
haven’t made much progress, so far as 
tangible rewards are concerned. Per- 
haps they have derived personal satis- 
faction from the knowledge of a job well 
done. Perhaps there are others who 
will discount the value of satisfactions 
such as these, and murmur “Hooey,” as 
they read these words. And perhaps, 
in a measure, they may be right. 

Shoe selling at the fitting stool is, 
undeniably, a job that demands much 
—and frequently pays little. But it 


isn’t a blind alley occupation by any 
manner of means. Many of the most 
successful retail shoe merchants in the 
business—and the most prosperous— 
have started out as retail salesmen. 
Most of the big buyers on Fifth Avenue, 
and the counterparts of Fifth Avenue 
in every important city in the country, 
began their careers at the fitting stool. 

The ranks of successful traveling 
salesmen are filled with those who 
graduated from selling shoes at retail 
to more interesting, satisfying and 
lucrative jobs “on the road.” The 
writer personally could call the roll of 
scores of important shoe factory execu- 
tives, all the way up to sales mana- 
gers and president, whom he first knew 
as shoe salesmen “on the floor,” and 
not so many years ago at that. So 
if this were designed to be a Horatio 
Alger story of achievement, there 
would be plenty of examples of retail 
shoe salesmen who have made good 
in a big way, to fire the imagination of 
the ambitious lad who is just learning 
how. 

It may be that salaries paid to retail 
shoe salesmen, by and large, are in- 
adequate to satisfy the longings of 
those who look beyond the present, to 
a future that includes abundant leisure, 
golf clubs and high-powered motor 
ears. But for the salesman of real 
ability, the man who has the deter- 
mination to get ahead, there’s a fair 


chance to land in the Big Money—if 
he’s willing to pay the price in energy 
and application of the rules that lead 
to success in any field of endeavor. 
We have used the masculine word 
“salesman” for convenience only, and 
the same thing applies in equal mea- 
sure to saleswomen, of whom there are 
an increasing number in the shoe field. 
Many of these, also, have become 
buyers and department managers, or 
have worked their way up to other 
pleasant, well-paid jobs. The oppor- 
tunity is there, for man or woman, 
but in either case it calls for initiative, 
application and genuine hard work to 


get ahead. 





Fontius Finds Business 


Good on Return 


DENVER, CoLo.— Shoe retailers of 
Denver are proud of the honor brought 
to them in the election of Harry E. 
Fontius, outstanding and genial asso- 
ciate, to the office of president of The 
National Shoe Retailers Association at 
the recent Chicago convention. 

The annual January clearance sale 
of The Fontius Shoe Co. was just under 
way when Mr. Fontius set out for the 
annual convention and he has returned 
to find this one of his banner January 
clearances. Black suedes are going out 
fast to be replaced by the new Spring 
stock of gabardines with kid trimming. 
Black of course, is tops. 

Harry E. Fontius, Jr., has had to be 
content to watch the sale from the side 
lines owing to a recent accident in a 
volley ball game when he slipped and 
broke a bone in his left foot. The cast 
has been very inconvenient but pros- 
pects are good for its early removal. 





Bodine Opens New Store 


HoLtywoop, CaLir.—The Health 
Spot Shoe Shop has been opened at 
1531 N. Vine Street, by H. A. Bodine. 
As the name indicates, only Health 
Spot shoes are carried for men and 
women. A twenty-year experience in 
the fitting of health constructed shoes 
has been the training of Mr. Bodine. 

The shop is a model of decoration, 
blending bronze and rose tones har- 
moniously. Soft rose walls are offset 
by a floor of glazed tile with a border 
of marble. An X-ray machine and 
foot balancer, two modern aids in shoe 
fitting, have been installed in order to 
insure the latest devices in foot com- 
fort. 





Stern Store to Move 


KENOSHA, Wis.— Samuel D. Stern 
will move his Stern’s Boot Shop, now 
located at 1358 52nd Street, here, to a 
downtown section of the city at 5813 
Sixth Avenue, on January 3. 

In his new location Mr. Stern expects 
to carry a more complete stock of shoes 
for the entire family, featuring juvenile 
footwear with the latest X-ray fitting. 
A modern store front has been installed 
on the new store. 
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a Specifying 


Cambridge 
SHOE LININGS 


is a certain way of getting better value! 
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You he the Judge! 
For two reasons, Cambridge Shoe Linings are specified and used in larger quantities 


than any other brand. First—Cambridge’s ability to make a superior quality at a fair 
price. Second—Cambridge’s policy of maintaining that high quality under all conditions. 


CAMBRIDGE HIGH QUALITY results from Vultex impregnation—a better 
method originated and exclusively used by Cambridge . . . and resulting in longer 
wear and better value. Cambridge produces all types and finishes of shoe linings by 
this exclusive process. 


SUPER-GLAZE is another exclusive Cambridge process insuring a longer-wearing, 
more satisfactory surface finish that is never sticky. 


In addition to a complete line of both super-quality and competitively priced linings, 


Cambridge produces underlays and plumpers, as well as box toe materials for venti- . 


lated shoes, which can be perforated without fraying and bond readily into the shoe. 


When your manufacturer uses Cambridge lining products, you can be sure he is de- 
livering the best footwear values. When you specify Cambridge linings, you are 
protecting your own reputation for value-giving and dependability. 


W. J. Damon 
137 South Street 
Boston, Mass. 


H. F. KENwortuy 
% CAMBRIDGE RUBBER 
SALEs Corp. 

125 Duane Street 


ADVANCE SALES, INc. 
2021-2023 Delmar Blvd 
St. Louis, Missouri 
Geo. W. NEwMAN 
LEATHER COMPANY 
803 Sycamore Street 
Cincinnati, Ohio 
425 West Town Street 
Columbus, Ohio 





New York City 
Ep. H. SCHNEIDER 
104 East Mason Street 
Milwaukee, Wisconsin 


Cambridge 


R U 8 B ER C O § sees & LEATHER 
* SHOE LINING DIVISION * 716 E. Washington Blvd. 
CAMBRIDGE MASSACHUSETTS Los Angeles, California 


* 
CANADIAN LEATHER Co., Ltp., 940 Inspector St., Montreal, P. Q., Canada * 
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a MAN'S 


LEATHER 


FOR ACTIVE FEET 


*Atbiee Ith ny, 
Men everywhere who have once used shoes of Kangaroo on 


active, -youthful feet swear by it as the leather that brings 


them home after a day’s hard work as foot fresh as when they 


__ Started their selling rounds in the morning. Kangaroo is a 


man’s leather in every way—in comfort and foot ease, yes— 
but Kangaroo is also a tough, strong leather 17% stronger, 
weight for weight, than any other leather; and its tight; even 
grain takes a brilliant polish that will bring out the best 
_ lines of ‘any dress shoe, for daytime or evening wear. 


‘Tanned in this country by the Surpass Leather Co., Philadel- 


phia, the Richard Young Co., New York, and the Ziegel 
‘Eisman Co., Boston, genuine Kangaroo leather offers retailer 


“tand tnanufacturer alike a sound basis on which to bid for 


, Satisfied customers. Tie your store in with the prestige and 
the profits that go with a well styled line of shoes of genuine 


KANGAROO 


TANNED IN 


AMERICA 
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i Recipe for Better 
‘Shoe Windows 


By FRANK E. WHITELAM 
Display Manager, R. H. Fyfe & Co., Detroit 


Detroit, Micu.—The influence of the Paris Exposi- 
| tion was taken as a model for a window display in a 
| valuable talk on that subject by Frank E. Whitelam, 
| display manager of R. H. Fyfe and Company, at the 
_° Michigan Shoe Fair. As Mr. Whitelam has just won 
| the national display award a second time, his opinions 
| are of more than ordinary interest. A digest of his talk, 

caught by the RecorDER’s correspondent, follows: 

“We leave the price off of nothing in our window 
| cards. 
“Tie up with contemporary events of interest and 
| importance. For instance, the Paris Exposition. Names 
of colors may not mean anything, but make them up. 
For this, we used Normandy blue, Versailles green and 
Bordeaux red. 

“Don’t be afraid to turn shoes around. It’s all right 
to have the heels show. 

“We don’t balance anything any more. It’s not neces- 
gary to have the display balanced in the center, as we 
used to think. 

“Spring shades are going to be light. The new shades 
| for accessories, which are different from shoe shades 
hut must complement them, are: Chamois gold, bouquet 
blue, petal pink, Erin green, spice tan and Coronado 
blue. 

“Dramatic ideas can be picked up anywhere. Make 
| use of them. For instance, your convention booklet 
| had a sample with a note that the pastel colors used 
were like those in pottery. Building up from that idea. 
I’m putting in a window of ‘clay colors,’ inspired by 
this. A display card will read, ‘Colors like these are 
inspired by the delicate shades of old pottery.’ Some 
pieces of pottery will be used in the window. 

“Women, who do most of the retail buying, want an 
adequate assortment of fashions. Give it to them. The 
windows are responsible for 75 per cent of what cus- 
tomers like about your store. 

“Never be afraid of the store name in your advertis- 
ing. In our store, the most important word is always 
Fyfe’s. A short, tersely written show card should tell 
the story. - 

“In any public utterance, avoid religion and politics, 
but tie in with world events which have a great influ: 
ence on fashions. ot 

“Institutional displays should be used occasionally. 
Tie-ups with local and national events, such as Com- 
munity Fund, Poppy Day, etc., are valuable. 

“One individualized subject or selling sentence in a 
display will get the best results. 

“The final recipe is: To one neutral background, add 
four parts of good merchandise, and one part of drama- 
tization. Cream and white are the best shades for 
these neutral backgrounds.” 
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Co-operate with Schools 
to Train Salesmen 


Detroit, Micu.—Having for years sensed the need 
for an adequate training program, progressive shoe 
merchants throughout the country are giving serious 
thought to that provision in the George-Dean Act, re- 
cently passed by Congress, which, for the first time, 
makes available government funds for the training of 
persons engaged in all branches of retailing. Such 
official action on the part of Congress not only estab- 
lishes the importance of vocational training in all 
distributive occupations but re-emphasizes the fact that 
shoe dealers can, and should, do a better and more 
efficient job in merchandising their products. 

Otto R. Sielaff, retailing coordinator for the Detroit 
Board of Education, who is well known to the retail 
trade for his retail training activities, announced the 
plans of the public school system with regard to train- 
ing opportunities for shoe people in both the evening 
high schools and Wayne University. 


Subjects to Be Covered 


In the classes and conferences which are being pro- 
posed, consideration may be given to such subjects- as 
store management, selling, leathers, color and style, 
corrective shoe fitting, or any other topics which would 
appeal to shoe dealers or their employees. The length 
of the courses, the time and place of the meetings, as 
well as the ground to be covered, are to be determined 
by each of the groups to be organized. The courses 
will be practical in nature since the treatment of all 
subject-matter will be centered around the every-day 
problems and experiences of the members of the 
classes. Inasmuch as federal and state funds are avail- 
able for these courses, the fees will be very nominal. 


Retail Co-operation Needed 


The success of this new program will depend upon 
the extent to which the members of the retail shoe 
industry cooperate with local school authorities in 
calling the attention of store proprietors, executives, 
and employees to this splendid opportunity for prac- 
tical training dealing with any and all phases of the 
business. As the first step in this direction, David 
Leiberwitz, president of the Detroit Retail Shoe Deal- 
ers’ Association, appointed the following advisory com- 
mittee to assist in preparing courses which, it is be- 
lieved, will pay “dividends” to those’ who take advan- 
tage of the opportunities now at hand: Glenn Buell, 
R. H. Fyfe & Company, chairman; Nathan Hack, of 
Hack’s; Garret DeHaan, J. L. Hudson Company; and 
Clyde Taylor, of Stuart Rackham, Inc. 

Suggestions will be welcomed by both Mr. Buell 
and Mr. Sielaff. 





” R6678-Blue Gabardine .... 











IN 
STOCK 


Concealed Gore Strap Adjustment 
MONA — High Heel 
R6650 Black Gabardine.... $2. 
R6652 Blue Gabardine .... 2. 
R6654 Grey Gabardine .... 2. 
66 Last, Round Toe, 21/8 
Continental Heel 


ooo 


MONA — Cuban Heel 
R6651 Black Gabardine ....$2.10 
K6653 Blue Gabardine .... 2.10 
R6655 Grey Gabardine .... 2.10 

33 Last, Round Toe, 16/8 
Cuban Heel 
AAA to B 


Savoy 


1 
2.1 
R6680 Brown Gabardine.... 2.1 
R6682 Grey Gabardine .... 2.1 


66 Last, Round Toe, 21/8 
Continental Heel 


AAA to B 


SAVOY — Cuban Heel 


R2376 Black Patent ...... $2.10 
R6677 Black Gabardine.... 2.10 
R6679 Blue Gabardine .... 2.10 
R6631 Brown Gabardine ... 2.10 
R6683 Grey Gabardine .... 2.10 
33 Last, Round Toe, 16/8 
Cuban Heel 





SAVOY — Flat Heel 
R2377 Black Patent ...... $2.10 
24 Last, Round Toe, 11/8 
Flat Heel 


AAA to B 


NEW 
SPRING 


STYLES 
ARE READY 


a 










































BOOT AND SHOE RECORDER, January 22, 1938 


wality is Built im! 


THE QUALITY BOX TOE 


NOT ADDED ON 


when the toes are built with CELASTIC. 


. . « That is one important reason 


why women who have worn shoes 


with these invisible features of com- 
fort instinctively ask again for the 


same make of shoe. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON. 


MASSACHUSETTS 
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NATIONAL NEWS 





Sport Shoes Stressed at Miami 





Southern Shoe Exposition Also Features Softies and Open Toe 
Models in a Wide Variety of Interpretations 


MIAMI, FLA—The first Southern 
Shoe Exposition opened at the Miami 
Biltmore Hotel here Jan. 17, with about 
50 exhibitors occupying the third and 
fourth floors of the hotel. Manufactur- 
ers from all shoe centers were repre- 
sented, and the showing included new 
Summer lines. Buyers came from nine 
southern states for the opening, and at 
the close of the first day the report was 
that a considerable number of orders 
had been booked, proving that Southern 
buyers would attend a Southern show- 
ing. 

Softies were a popular style type in 
several booths. Many exhibitors showed 
the new mud guard in a wide range of 
variations; this’seems to be one of the 
outstanding developments among the 
new types. Open toes were much in 
evidence, but many closed toe oxfords 
and pump models were shown. Multi- 
colors were not as popular as was ex- 
pected, but there were several two-tone 
and ombre effects along with the usual 
proportion of whites. Plenty of perfora- 
tions and cut-outs were shown to insure 
air conditioned comfort this year. Fab- 
ric, in plain and printed linen poplin 
and novelties, was noticeable among the 
exhibits. Blue proved to be a good color, 
but there is definitely more brown in 
the picture. All-over brown, and white 
with brown are both good and were 
shown in many versions. A new color, 
called deep strawberry, is really an off- 
shade of good earth: and is verv effec- 
tive. Bright effects such as Mexican 
and Italian were offered in many types. 

Much attention was given sport shoes 
for wear at the bacanas and beaches. 
These were high styled and as smart 
and colorful as the new play clothes of 
the season. A wedged heel received 
much attention; so did the use of goring 
introduced into play shoes to make them 
adjustable in order to fit several widths. 
Thick wedged soles were interpreted in 
many versions for play shoes and are 
among the most attractive novelties of 
the season. Embroidered linen gypsy 
sandals -moved very quickly. More 





DATES TO REMEMBER 


Monthly Shoe Buyers’ Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, II]. 

January 24, 25, 1938 


Boston Shoe Show and Convention, 
Hotel Statler, Boston, Mass. 
January 24, 25, 26, 1938 


Middle Atlantic Shoe Retailers Asso- 
ciation Annual Convention, Benja- 
min Franklin Hotel, Philadelphia, 
Meied.  vecceace February 13. 14, 15, 1938 


Buffalo Shoe Show, Buffalo Shoe Re- 
tailers Association, Hotel Statler, 
Buffalo, N. Y. ......... March 6, 7, 1938 


lowa Shoe Fair, Iowa National Shoe 
Travelers Association, Hotel Fort 
Des Moines, Des Moines, Iowa 
June 12, 13, 14, 15, 1938 





pumps than straps were shown. White 
buck and black patent were used freely 
in combinations. 

As a part of the Exposition a South- 
ern Cinderella Contest was staged at 
the Miami Biltmore Pool. Contestants 
were judged on feet, figure and face, 
the winner to challenge other contes- 
tants for the title of National Cinder- 
ella. This was held in conjunction with 
the style show of high fashion resort 
apparel, offered from the exclusive shop 
of Madam De Silva where proper shoes 
were linked with the merchandise. 
Eugene A. Richardson sponsored the 
shoe exhibition as well as the style re- 
views. 





Detroit Retailers to Meet 
in February 


Detroit, Micu.—A meeting of the 
Detroit Retail Shoe Dealers’ Associa- 
tion will be held the first Tuesday in 
February at Cliff Bell’s, well known 
downtown night spot, Dave Lieberwitz, 


president, announced recently. Plans 
for the major event of the season, the 
Winter Dinner Dance, will be completed 
at that time. The date of the affair 
will also be determined at that time. 
The spot for this event will be North- 
wood Inn, one of the most popular road- 
houses in this part of the State. 





Southwest Retailers Select 
San Antonio for 1939 Meeting 


Fort WortH, Texas—Following a 
spirited battle between Dallas and Fort 
Worth for the honor of playing host 
to the 1989 Texas-Oklahoma Shoe Con- 
vention, members chose San Antonio 
as the favored city at their recent 
meeting. 

Lee L. Langston, executive vice- 
president of the N.S.R.A., offered many 
practical suggestions for the better- 
ment of the next convention. 

Resolutions thanking the local com- 
mittees for their excellent work in pre- 
senting such an outstanding convention ; 
the N.S.R.A. for Mr. Langston’s help- 
ful presence and to the BooT AND SHOE 
REcorDER for the sending of its field 
editor, were passed. 

Traveling men and sales managers, 
attending this convention report buying 
far better than anything they have ex- 
perienced at previous buying conven- 
tions. Many factory representatives 
have written from 10,000 to 20,000 
pairs of shoes as sold at this show. 

Registration figures proved this to 
be the best-attended convention in the 
26 years’ history of this organization. 
Secretary-treasurer W. A. Harris’ an- 
nual report shows the association to 
be in a fine healthy condition in regards 
to membership and finances. 





Childs to Open in Springfield 


HOLYOKE, Mass.—Thomas S. Childs, 
Inc., is planning to open a store in 
Springfield, according to Benjamin 
W. Childs, president and treasurer. A 
location has been selected, but no lease 
has been signed as yet. 

This Springfield store would give 
the Childs firm three outlets, Holyoke, 
Springfield and Hartford, and would 
give it an advantageous valley cover- 
age. The Childs shoe store here is 
celebrating its 48th anniversary. 
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“HIGHEST GRADE ONLY” 


EAST WEYMOUTH, MASS., U.S.A. 
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Vamp and Quarter Lining 
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Berg to Lead 
Business Association 


Racine, Wis.—Louis A. Berg, mana- 
ger of the Feltman & Curme Shoe 
Store here, has been elected vice-presi- 
dent of the Down Town Business and 
Professional Association. The asso- 
ciation has selected February 10 for 
the Annual Down Town Dollar Day. 


Open New Shoe Offices 


Los .ANGELES, CALIF.—Harry J. 
Evans and Jack Evans, the only father 
and son shoe selling team on the Paci- 
fic Coast have opened a suite of offices 
in the Lankershim Hotel, this city. 


















HARRY J. EVANS 


Both are carrying the Dr. M. W. Locke 
shoes for men, boys and women as well 
as the complete Field & Flint line of 
men’s shoes. In addition, Jack Evans 
has the Dr. M. W. Locke line of chil- 


dren’s, misses’ and growing girls’ shoes. 
































JACK EVANS 


Harry Evans has been representing 
the Field & Flint company on the West 
Coast for the past 13 years. He was the 
first man to introduce the Dr. M. W. 
Locke shoes in this territory. Both 
men have made many trips to.the Dr. 
Locke clinic in Canada and both are 
specialists in training shoe salesmen in 
the art of proper shoe fitting. 
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WHAT BETTER 
INDUCEMENT 


can you make to mothers to bring 
their youngsters into your Chil- 
dren's Department than to offer 
the same brand of little shoes they 
have been in the habit of buying? 
These trim little Hard Sole shoes, 
produced in sizes 2 to 8, are pro- 
duced by the best known manufac- 
turer of baby shoes in the world. 


MRS. DAY'S 
IDEAL BABY SHOE 
COMPANY 
DANVERS, MASS. 


Manufacturers of Fabric—Cushion—Sott 
Sole—Iintermediate and 


FLEXIBLE HARD SOLES 
2 Ee 
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Roaman’s Open New 
Department 


New York—Roaman’s, 39th Street 
fashion establishment featuring youth- 
ful fashions for larger women, an- 
nounces its latest expansion move. 
Additional space has been taken in the 
basement, and first floor and on the 
coat floor. 

Beginning February 1, Roaman’s 
will open its 10th department, where it 
will feature the “Roman Arch and 
Romapedic Shoes,” -both corrective 
types. M. J. Daniels, long prominent 
in the women’s orthopedic field, will be 
in charge. 





Goodwin to Open Third Store 


Hot.iywoop, Cauir.—F. C. Goodwin, 
whose headquarters are at 6516 Holly- 
wood Boulevard, has signed a lease for 
the room at 635 South Olive St., Los 
Angeles, where he will open his third 
men’s: shoe store. The location is one 
occupied by The Hamilton Shoe Co. 
some time ago, previous to their moving 
to their present site. The opening 
date is tenatively set for March first. 
In the main store and in the one estab- 
lished over a year ago in the “Miracle 
Mile” section of the Wilshire Boulevard 
district, Stacy Adams shoes are: fea- 
tured. Plans are now to make the lat- 
est store one specializing in the popu- 
lar $5.00 grades. 
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Brown Dealers Meet in 
St. Louis 


St. Louis, Mo.—For three eventful 
days this week, some 200 owners of 
Brown-Bilt and Buster Brown stores 
gathered at St. Louis for their Annual 
Convention in collaboration with the 
officials of the Brown Shoe Company. 

The meeting started Tuesday morn- 


ing, January 18, and continued through | 


Thursday. Those in attendonce in- 
cluded operators from every part of the 
country with an especially fine repre- 
sentation from the West Coast. 

General chairman Ed Pankau in 
opening the convention, discussed in 
general the Brown Plan program for 
1938. . John A. Bush, president of 
Brown Shoe Company, welcomed the 
dealers with an enthusiastic and in- 
spiring speech in which he reiterated 
his belief that in 1938 we will see the 
return to “inevitable fundamentals” in 
business and government. “The time 
has come when hard work arid aggres- 
sive promotion will reap sure rewards, 
for I believe that the period of experi- 
mentation and emergency measures is 
about to end,” said Mr. Bush. 

W. E. Tarlton, vice-president of 
Brown Shoe Company, addressed the 
convention on the company’s merchan- 
dise and price policies. 

The subject of advertising was cov- 
ered thoroughly by A. G. White, E. H. 
Gordon and Frank Cornwell. Their 
presentation carried the title, “Profits 
for Tomorrow, Through Advertising 
Today.” As a followup, Dean Roy W. 
Brockman of the Nadine Advertising 
College, St. Louis, served as a guest 
speaker and told the dealers how to 
take the gamble out of advertising. 

Wednesday sessions were devoted to 
a series of practical store clinics which 
covered finance planning, merchandis- 
ing, scientific store lighting and proper 
use of the Brown Plan methods. The 
banquet that evening found President 
Bush ably serving as toastmaster. The 
guest of honor was the famous Branch 
Rickey, vice-president of the St. Louis 
Cardinals, who entertained the boys 
with sidelights on major league base- 
ball. 

Thursday, after a session on the ap- 
plication of advertising materials and 
special promotions, very ably presented 
by J. P. Moonan of the Sales Develop- 
ment Department of the United States 
Rubber Company, the Brown Plan deal- 
ers heard an address by Dr. O. L. 
Drennan, St. Louis orthopedic surgeon 
on the subject of “Our American Feet.” 
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PALTER De LISO Shoes Have Scuffless Heels 


E. |. DU PONT DE NEMOURS & CO., INC., PLASTICS DEPT., INDUSTRIAL DIVISION, ARLINGTON, N. J. 








Shoe heels covered with Scuffless “PY- 
RAHEEL” are as smart as they’re prac- 
tical. They won’t check, crack or scuff. 
That means they help keep shoes look- 
ing smart longer. Scuffess heels give 
you a valuable selling point. You'll profit 
by specifying them on your next order. 
Write for further information. 





Then came the never-to-be-forgotten 
climax. Every dealer was brought to 
the edge of his chair by screaming 
sirens and thunderous pistol fire. A. W. 
Neally, vice-president of Gardner Ad- 
vertising Company, was about to speak 
on the “Possibilities for 1938.” He made 
five points, preceding each with another 
shot in mid-air. His points were as 
follows: 

1. A product of merit and value. 

2. Meeting a definite market or need. 

3. Backed by a reliable manufac- 
turer. 

4, Providing good profit possibilities. 

5. Well-known through aggressive 
and consistent advertising. 





Hamilton Receives Sales 


Award 


Fr. WorTH, TEXAS—Jack Hamilton, 
Oklahoma City, salesman for the H. J. 
Justin & Sons Co. of Fort Worth, for 
11 years, was awarded a lovirig cup 


and cash bonus as the first and only 
member of the company’s “$100,000 
Club,” at the annual dinner for sales- 
men and department heads here recent- 
ly, at the Texas Hotel. Hamilton is 
the first salesman in the history of the 
boot and shoe company, established in 
1879, to sell $100,000 worth of mer- 
chandise in one year. John Justin, 
president, made the presentation to 
Hamilton. Other executives taking 
part were: W. E. Justin, chairman of 
the board; Sam A. Justin, secretary- 
treasurer; and Bert Fisch, sales mana- 
ger. 


E. N. Pierce Named 


Sales Manager 


_PEABODY, Mass.— Earle H. Pierce 
has become sales manager of the upper 
leather department of the A. C. Law- 
rence Leather Co., succeeding George 
C. Carruth who has become assistant 
to Arthur V. Rice, vice-president. 





WITH 








TURN 


YOUR 
SALES 
FOR 


SPRING! 








INFANTS’ 
LARGE 


FLEXIBLE TURN SHOES ..... 


INSTOCK DEPARTMENT. 
COLORS & PATTERNS. SAMPLES ON REQUEST. 


KALB SHOE MFG. CO., INC. 


ATTRACTIVE 


ROCHESTER, N. Y. 
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GREAT EASTERN SHOE CO. 


186 LINCOLN STREET 
BOSTON 





Bowling Shoes 
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PROFESSIONAL 
BOWLING SHOES 
Women’s Oxfords 

$2.60 S¢ less 

Combination Sele 

Right Foot 
Rubber Sole 
Rubber Heel 

Left Foot 
Buckskin Sole 
Rubber Heel 


oat EES faba 


Carton Labels 


LA BELS 






Men's 
$2.70 
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113 Lincoln Street, Boston. Mass 











Obituaries 


Irving B. Gomprecht 


BALTIMORE, Mp.—Irving B. Gom- 
precht, vice-president of D. Myers & 
Sons, Inc., prominent shoe manufactur- 
ers of this market, died at Union 
Memorial Hospital. Mr. Gomprecht, 
was stricken ill on Christmas day. He 
died on January 12, two and a half 
weeks after he became ill. 

Mr. Gomprecht, who was forty-one 
years old, was identified with the shoe 





Buys Shoe Wardrobe 
At National Shoe Fair 





Chicago, Ill.—Through a boyhood ac- 
quaintance that was later carried on 
through the University of Kansas, Myles 
Baker, well-known sales executive of 
Field & Flint Co., Brockton, Mass., sold 
Buddy Rogers, prominent film star play- 
ing an engagement at a Chicago night 
club, a complete shoe wardrobe consist- 
ing of fourteen pairs of the famous Foot 
Joy line. Mr. Rogers, who is regarded 
as one of the best dressed juvenile film 
stars, selected more than a half dozen 


sport shoes for his new shoe wardrobe . 


and disclosed remarkable knowledge of 
patterns and leather combinations in 
making the selection with Mr. Baker. 
The youthful film star and band leader 
predicts much interest in the sport or 
leisure type shoe on the West Coasi dur- 
ing the coming season. 





manufacturing industry of this market 
for the past twenty-two years, all of 
which were spent with D. Myers & 
Sons. As a young man of 19, he first 
joined the Myers’ organization and 
through the years his association grew 
in importance until he was made vice- 
president of the company several years 
ago. During his association with the 
Myers concern, Mr. Gomprecht made a 
wide acquaintance in the trade and he 
was held in the highest esteem by all 
who knew him. 

His funeral was attended by execu- 
tives and former associates in the D. 
Myers’ concern, including Elkan R. 
Myers, president, Arthur B. Ries, sec- 
retary and Elkan L. Ries, treasurer. 

Mr. Gomprecht is survived by his 
widow, Mrs. Helen Gomprecht, and a 
son, Irving B. Gomprecht, Jr. 





Willard H. James 


Cuicaco, ILL.—Willard H. James, 
who represented W. B. Coon and Co. in 
metropolitan Chicago for many years, 
passed away recently. His son, Harry 
R. James, has been representing W. B. 
Coon & Co. since his father’s retirement 
several years ago. 
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ANIAN 


perfect leather 


INNERSOLES 


multiply the comfort, 
value, and wearing life 
of any good shoe. 


Specify them on 
your next order! 
e 
Write to us on your letter-head 


and we will send you a set of 


VanTan coasters . . . Useful for 
protecting furniture and card- 


tables from wet glasses. 
@ 
VAN TASSEL LEATHER CO. 
NORWICH, CONN. 
Makers of the ‘famous 


LEATHERPLUS 


WATERPROOF OUTERSOLE 


Ta Ia ag IT GIP I Ifa, 











Antonino LoPresti 


New York—Antonino LoPresti, well 
known shoe manufacturer and designer 
of high-style women’s footwear in this 
city, died on Jan. 14. Funeral was from 
his residence in Astoria, L. I., with ser- 
vices from the Church of the Immacu- 
late Conception. 

Mr. LoPresti is survived by his wife, 
three children and two brothers. 





George A. Sawyer 

St. Pererssurc, FLa.—George Al- 
bert Sawyer, 53, retired shoe manu- 
facturer from Worcester, Mass., died 
recently in this city. 

Mr. Sawyer had been spending his 
winters here for 15 years. 





Counter Co. to Open in 


Manchester 


MANCHESTER, N. H.—The Man- 
chester Counter Co., incorporated by 
Alfred C. Engel, a former shoe factory 
executive here, and more recently a 
partner in the Engel-Davis ‘Counter 
Co., Merrimac, Mass., has located in 
one of the mills of the old Amoskeag 
textile “empire.” 

The new concern will operate in the 
No. 1 unit of the southern division of 
the former world’s largest textile en- 
terprise. 


Cn i oe ee eT 
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E. E. Taylor Open 
Boston Office 


Boston, Mass.—The E. E. Taylor 
Corporation, well-known manufactur- 
ers of men’s welts, announce the open- 
ing of a general office and warehouse 
at 275 Congress Street, this city. The 
warehouse will be used to house an am- 
ple in-stock department which, because 
of its nearness to railroads and steam- 
ship lines, will be able to render better 
service to the company’s retail accounts. 
The factory recently was moved from 
Brockton, Mass., to Augusta, Maine. 





Store Name Changed 


WATERTOWN, Wis.—The Leo Ruesch 
& Son shoe store, 210 West Main 
Street, this city, has changed its name 
to Ruesch’s Shoe store. Fred J. Ruesch 
has been in charge of the store since 


the death of his father, the late Leo 


Ruesch. The store was established 
about 70 years ago by the late Fred J. 
Ruesch, grandfather of the present 


proprietor. 





Stern Vacations in Florida 


Newakk, N. J.—Morton Stern, vice- 
president and sales manager of the 
Seton Leather Co., left recently for a 
month’s vacation in Florida. 

The well-earned vacation of this geni- 
al tannery executive will be largely 
spent in the sports field, for “Mort” 
is quite as accomplished in wielding 
mashies and niblicks as is his ardor 
for the game of golf. Besides, he 
intends taking professional lessons this 





r 


























seneat sabes? 


THIS LINE IS MADE TO PRODUCE THEM! 




















We've made boys’ shoes for 37 
years, five hundred thousand pairs 
every year. Setting out to pro- 
duce a better $3 line for the in- 
dependent retailer, we had the 
necessary background and ex- 
perience. We considered every 
angle required to build a stable, 
profitable business . . . from style 
appeal that makes the first sale to 
superlative wearing performance 
that makes repeat sales. Our 
rapidly growing account list proves 
we have produced a superior value 
for you. When you see the line— 
you'll know it's right. 


HARRISON SHOE CO. 
EVERETT, MASS. 







THE 
TRAIL BLAZER 
B333X 


Black Bal Oxford 
Chrome soles 
Rubber heels 


RETAILING 


$3 


1 to 6 
B-C-D 











\ 


season in game fishing off the Keys. duties at the tannery will be taken 
During the absence of Mr. Stern, his over by Joseph V. Clark, Jr., treasurer. 











U.S.M.C. Exhibit Drew Many Visitors at National Shoe Fair 











Under the supervision of Colonel Charles T. Cahill, the United Shoe Machinery Corporation had installed in its 
three rooms in the Stevens Hotel one of the most striking exhibits at the recent National Shoe Fair in Chicago. 
Unique wall niches in unusual colors harmonized’and blended with an attractive furniture setting. forming an 
exhibit which attracted many hundreds of visitors during the four days of the fair. 
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ALBERT TROSTEL & SONS CO) 
MILWAUKEE 
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Nurses’ Shoes 
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Flexible, Shape Retaining 


NURSES’ OXFORDS | 


Made on the 
New OSCO 
SUPER PLIABLE 

Process 


IN-STOCK 


* 


si 
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4D. 3% 09 98 Goodhue St., Selem, Mass. | 





2%  QWENS SHOE Co. 


Binding Insoles 


LYNN, MaAss.—A new method has 
come into use for binding edges of in- 
soles used in sandals to cover up the 
raw edge. This binding is on adhesive 
tape, with a lacquer finish and is 
available in several colors. 


Tentative Date Set for Shoe 
Fashion Guild Showing 


New York—At the annual member- 
ship meeting of the members of the 
Shoe Fashion Guild of America on 
Tuesday evening, January 11, it was 
decided to hold the Fall showing of the 
Guild during the first week in May 
although no definite date was set at 
this time for the showing. 

The plans for the showing will be 
substantially the same as in the past 
and it is believed that there will be 
approximately the same retail atten- 
dance. 

On the same evening, Herman Del- 
man, president of Delman’s, Inc., was 
elected to the Board of Governors of 
the group. Mr. Delman is a well-known 
shoe designer and manufactures and 
retails fine footwear with shops in this 
country and abroad. 





Minor Incorporates 


Three Stores 


CoLuMBuUS, OH10O—Edward H. Minor, 
now operating a chain of retail shoe 
outlets in Dayton and Middletown, has 
incorporated each of his stores with a 
capital setup of $25,000. 

His Columbus store will be known 
as Edward H. Minor, Inc. His Middle- 
town store will retain the name of 
Zimmer’s Shoes, Inc., Mr. Minor hav- 
ing bought the store last October. 

The Dayton store was incorporated 
sometime ago as Larry Minor, Inc. 
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ELAM'S 









PRE-WELTS 


Builds foot health for children and 
profitable business for retailers. 





754—Black Patent % 
756—White Elk 


Show this "dress-up" oxford for Spring 
and Easter. You'll find it a best seller. 
This style and many others are IN STOCK 


for immediate delivery. 


FS. ELAM SHOE CO. 
176 No. WATER ST. ROCHESTER, N. Y. 


DISTRIBUTORS 


NEW YORK: 439 Marbridge Bldg. 
BOSTON: Lane Bros 

NEW ORLEANS: B. Rosenberg & Sons 
LOS ANGELES: Boston Shoe Co 
CLEVELAND: Krongold Shoe Co 











Scholl Presents 1938 Policies to Shoe Men 





































New plans for 1938 were presented in a dramatic manner to the sales force of 
the Scholl Mfg. Co. in this model shoe store in which every detail in the operation 
of a modern shoe store was covered. 


CuicaGo, ILt.—The entire traveling 
sales force of The Scholl Mfg. Co., Inc., 
gathered at the Hotel Stevens for a 
six day convention recently, at which 
time they were presented with the com- 
pany’s new sales, educatienal and ad- 
vertising policies for 1938. 





A unique feature of the convention 
was the dramatic manner in which the 
new plans were presented. A great 
deal of the action took place in a fully 
equipped shoe store set up in the con- 
vention hall. Every detail.of the op- 
eration of a modern shoe store was 
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SELL A FEATURE CUSHION SH 


OE 
that Builds and Holds Business 


Salesmen: Choice 
Territories Open. 








Buy THis Book 


New, Enlarged Edition 


MORE QUICK HELP FOR SHOE RETAILERS from 
the only book of its kind; an encyclopedia of practica- 
ble, workable ideas for the experienced merchant. 
Not a theory in this book—all tried and true .. . 
NOT just another shoe book, but offers the shoe mer- 
chant in addition to the 128 specific shoe promotions, 
the best ideas from almost the entire retailing field 
for instant adaptation to his particular requirements. 


“2800 RETAILING IDEAS” 


enables you to get into action from the hour | 
it reaches your hands. Concise, all “meat,” it . 
is ten books boiled down into one—a time-saver 
for the busy merchant, a reminder of important ae ea LL I 
details ; the most economical promotion you can . : 


NU-MATIC SHOES ARE 
UNION MADE. 








RIGHT AND LEFT 
PATTERNS TO ASSURE 
EXTRA FINE QUALITY SNUG-FIT AT ANKLE 


PIG LEATHER INSOLE 

















SPECIAL CONSTRUCTED 
GENUINE PIG LEATHER 
COUNTER 

















SCIENTIFIC SEWED 
HEEL SEAT 




















buy. Some of the 39 LONGER CHAPTERS— 
i : ‘ HONEYCOMB VENTILATED NEW SPRING 100% NAIL-LESS HEEL 
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Merchandising Ideas 
Employer-Employee Ideas 





Ideas to Attract Children 


239 West 39th Street 





Prize, Discount and Gift Ides 
Unusual and Miscellaneous Ideas 
Management and Economy Ideas 


Ideas That Attracted Christmas Crowds 
Ideas for Merchants Who Get Together 


39 Longer Cash Credit and Collection Ideas 
nniversary Sale eas 
Chapters Spring and Summer Ideas 
355 Pages Voting Contest. Ideas 
Mailing List Ideas 
$ 00 Dollar Day Ideas 
e Mother’s Day Ideas 
Post Hosiery Ideas 
PAID 
Pleasere- More than 2800 ideas, ten for a cent; 
— one used more than pays for the book. 
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covered, in order that every Scholl rep- 
resentative may render an invaluable 
service to the shoe man in building a 
better and more successful shoe busi- 
ness in the coming year. 

Another surprise feature was Dr. 
Scholl’s new talkie-moving picture, 
“Experience Points the Way.” As the 
title indicates, the picture embodies Dr. 
Scholl’s accumulated experience during 
the past 34 years. The object of the 
picture is to help shoe men solve many 
of their most serious problems and to 
enable them to do a better and more 
profitable business. 

The convention, one of the most con- 
structive, business-building programs 
ever sponsored by the company, was 
under the direct supervision of V. F. 
Kelley, sales manager. He was as- 
sisted by Dr. W. A. Hill, educational 
director, and divisional supervisors, 
G. Brons and F. Schanno. 

A. B. Churchill, vice-president of 
Donahue & Coe, Inc., New York, Scholl 
advertising agency, stated that if every 
Scholl ad printed during 1938 were laid 
end to end they would reach 7% times 
around the world. To do such a her- 
culean task requires every well known 
magazine and more than 600 of the 
largest daily and Sunday newspapers. 

Presenting the scope of Scholl ad- 
vertising from.a different angle, J. A. 
Wagner, advertising manager, used 
chart and figures showing the great 
number of Scholl ads that will be sent 
into every home during 1938. 








Dayton Retailers’ See 
Salesmanship Picture 


DayTon, OnH10—One of. the best 
talking picture lectures ever witnessed 
by members of the Dayton Shoe Re- 
tailers’ Club was presented at the Janu- 
ary 12 meeting, held in the Chinese 
Room of the Miami Hotel, by the Coca- 
Cola Bottling Company of Dayton. 
“Along Main Street” was the title of 
the picture emphasizing the right and 
the wrong ways of selling, as well as 
setting forth five cardinal points neces- 
sary for every successful salesman. 
The five points were: Personal Appear- 
ance, Pleasing Voice, Facial Expres- 
sion, Interest in Customer and En- 
thusiasm. 

Prior to the showing of the picture, 
President M. H. Riggs gave a brief 
report of the recent Chicago Shoe 
Fair at which he found decidedly more 
enthusiasm and optimism than at the 
New York Shoe Fashion Show. There 
was decidedly more buying, he indi- 
cated, as well as more elaborate dis- 
plays. 

Elmer Blomquist, head shoe buyer 
at Rike-Kumler Company, presented a 
word picture of what shoe dealers may 
expect to sell during the next 60 days, 
as set forth by a report of Madame 
Tobe, noted style authority. Suedes 
now on dealers’ shelves are not going 
to sell when the new suedes come in, 
he indicated, as well as setting forth 
his belief that everything must be light 


Yel Bis Lo Sa Mer Fash ee Ve Si 
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ges hats Serko s ‘ 


The RIGHT FEATURE cushion shoe which has undergone the 
acid test of several years manufacture will produce REPEAT 
| PROFITS for you. 
Ideas That Make Stores More Attractive | “cushion” and “nail-less” features are virtually non-competi- 
Send for our Catalog of Men’s and Women’s Shoes. 
Beware of Imitations. 


Nu-Matics with their patented, scientific, 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


Un Matic 


CUSHIONED SHOES 


Exclusively Manufactured by Roha Nu-Matic Shoe Mfg. Co., 512 W. Florida St., Milwaukee, Wis. 
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weight and of open patterns. He 
warned against rushing the Spring 
suedes on top of the winter suedes. 

Patent leather is expected to be the 
“dark horse” during January and Feb- 
ruary, according to Madame Tobe’s 
survey. Navy blue in fabrics, with 
black second, are expected to be the 
predominating colors after March 1, 
with a stronger demand than last year. 

George M. Hamman of Cincinnati, 
representing Weyenberg Shoe Com- 
pany of Milwaukee, told the Dayton 
shoe men that in his opinion men’s 
Summer shoes will be two-toned, espe- 
cially brown and white, with some grays 
and all whites. More ventilated shoes 
will be sold than ever before, with the 
basket-weave coming into stronger de- 
mand. Boys’ Summer shoes will also 
be in basket-weave and punched pat- 
terns. The white plain toe, with 
brown saddle and red rubber sole, is 
strong now in college towns, he indi- 
cated, as well as a definite trend away 
from all white. 

J. L. Todd of Lynn, Mass., repre- 
senting Gregory & Read Shoe Com- 
pany, spoke briefly, indicating that 
manufacturers “are pleased with the 
feeling of retailers at the present time.” 

All local shoe dealers reported that 
gabardines have been selling freely 
during the past six weeks. The ma- 
jority also indicated that the busi- 
ness experienced on the Saturday fol- 
lowing New Year’s was better than for 
any other Saturday in recent months. 
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THE TICKET 
AUNEDY AOy ated, 
0é 


JANUARY 


ARE NOW 
READY 


The January price ticket is in 
white, blue and yellow and 
has adequate space for word- 
ing or stock number. 





Freshen up your New Year 
window display with harmon- 
izing show cards and price 
tickets. The January show 
cards are now ready in an 
attractive and seasonal de- 
sign in shades of blue and 
yellow, and bear messages 
pertaining to style, quality, 
protective footwear, and 
January Clearance Sales. 


(The ticket illustrated is in 
two shades of green on a 
white background.) 


CARD HOLDERS 


Two styles are available; 
Natural wood finish or 
oval base — burnished 
gold — three color trim. 
These modernistic holders 
take any size card, and 
harmonize with the finest 
window display fixtures. 















































Everyone Passing 
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is a Possible Prospect 


SELL THEM 






DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 


women's hosiery store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35¢ each 


(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. 


tickets available. 


Samples of in-stock 


WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 


WITH STORE NAME: 


100 tickets, $3.00—200, $5.00 


CHECK WITH ORDER, PLEASE, UNLESS C.0.D. PREFERRED 


MERCHANDISING AIDS 


Poy Cup 
for Price Tickets 


Natural View 
SHOE HOLDER 





Pou» Shoe 
Horper. 


Pat. Pending 








Polly Clips 
for Price Tickets — Adiustable 
—Tilt at any angle. 
Yo gross .. 2. $2.25 
| gross , : $4.00 


Recorder Stock Record 
Tickets 
for shoe cartons. Cyclone clips 
included: 
MS Recs pin ee $1.25 
IRIE RSE: eo dR $2.25 


Polly Shoe Holder 


To display arch, branded, and 
fibre-sole shoes. Always re- 
mains in upright position. 

Yo dozen ............. $1.65 
1 dozen.............. $3.00 
















fa... ... 


fe... 


Priem........... 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty sellina phrases, 
or blanks. 






















(Cross out 


12 dozen (printed or blank) ..... $2.00 : 
JM Silda ines 1.10 : 
= bs a a ae ae 0.28 


SPECIAL: 


Combination of one gross Polly 
Clips and one nen Arrows, only 


SERVICE 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


CARD 


Children’s Shoes and Women’s Hosiery. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


Oem meme ecsececcoces 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 
their merchandising program. 


SHOW 


We sell Men’s, Women’s, 





PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. F 


lines not carried.) We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


quantities and denominations: 


STORE NANG SSS 
SR >>> _SSSSSS|==a[[]|]|[|[]|][|E—_—EEEEEEEEE ES 


ppp srare 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35c per fifty, additional. 












































7 FOR ITSELF 
INCREASED 


/Micl (onpor Now! 








4 Cheek, with order, please, unless C.0.D. preferred 
beeOke sr Ooo: 
; O 2sse8eszses 
* = 3- [2a 3 
: & Fe :yoe 8s 
9 : Pefcf -F ESS: .g 
A, SEc-S 5 [ES aS 
@ : =s- + >°g GX (FS 
; eo 2 @ee::s -— -us 
: tg Se S eee Sf 
' _ m~e-~Ziggiz:@” 
: sso 58:5 :§ FS 
‘ - t >es : -s ¢e z 
‘ cf > rs 2 Oe€ 
: ° $3 e,5s3s2 2 ae 
“9 “R”: Pale yel- “x”; Shell ants . eet. 229 aS Oi EK SE 
ae strug Woe boar Be sus Whe board Seara™Daaga in| giyoerree sbi 
and green. sign in me- Design in sea green javender and green. } 2@eFec Revi og 
dium blue. and burnt orange. : atstsseteoas 8 Ea 
, 
' 
' 





SIZE: 1/2" x 234”—Prices on opposite page. 
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Classiseed and) Nout Af 





SALESMAN WANTED 


BUSINESS OPPORTUNITY 


LINE WANTED 





SELECTED Territories nm for Representa- 

tives of JANE WI inn RS Beach Sandals 
and Boudoir vane ull information in your 
first letter. NCENT HORWITZ CO., 1X oo 


Altoona, Beton 4 





WANTED—Road salesmen. Due to our vast 
expansion, we are in need of good men 
with road experience. When applying, state 
full particulars and age. C. W. Marks Shoe 
Co., 41 So. Wells Street, Chicago. 





ALESMAN to carry a manufacturer’s line 

of House Slippers and Sandals for jobbing 
and chain store trade. State details. Informa- 
tion will be held strictly confidential. Address 
F-641, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. 


SAL .ESMAN to sell a complete line of chil- 
dren’s stitchdown and prewelt shoes to the 
volume trade in the Northwest and coast. Must 
travel in car and work strictly on commission 
basis. State full particulars in first letter. 
Also have few other territories open. Address 
F-645, care Boot & Shoe Recorder, 239 West 
39th Street, New York, . # 








POSITION WANTED 





‘HOE BUYER OR DEPARTMENT MAN. 

2 AGER. Experienced—Ability to produce. 
Know how b gg om Pea all branches. 
Chicago and xperience. R 
GOACHER, 7616 CARLETON AVE., Sunt: 
VERSITY CatrT, 


D° you need a live-wire shoeman. Can buy, 
promote and manage at a profit. Can 
handle complete line of men’s, women’s and 
children’s shoes—all grades. Can systematize 
stock, also help window trim. Department, 
chain and specialty store experience. Salary 
secondary. Will go anywhere. Address F-643, 
‘care Boot & Shoe Recorder, 239 West 39th 
Street, New York, Y. 














EXPERIENCED high grade men’s shoe man 
is desirous of position as traveling auditor. 
Retail store experience as manager and buyer 
with well known manufacturer and the fact 
that I am free to go anywhere leads me_ to 
believe that I can_be of service in that capacity. 
Age forty-four. Can furnish best of reference. 
Address F-646, care Boot & ong wereraes, 
239 West 39th Street, New York, ¥. 











| 
YOU CAN GET the town’s business on 
white shoe cleaner. 

YOU CAN FORGET competition, ct 
prices and past troubles wit. che.p 
cleaners. 

A QUALITY CLEANER will bui'd both 
shoe business and cleaner business. 

L_ MANUFACTURE for you the 
newest and finest white cleaner on t.:> 
market, put your brand name and firm 
name on the label (if desired.) 
INVESTIGATE NOW: Write for samples 
and prices. Make your own test wth 
this new type cleaner; you'll be happily 
surprised. 

SALESMEN with substantial following 
among the better shoe stores can make 
commission contracts. 


THE HOUSE OF FAYRIN 
Louisville, Kentucky 

















FOR SALE 














FIXTURES FOR SALE 


Complete set of shoe store fixtures in- 
cludes removable sectional shelving, 
display cases, wall cases, hosiery case, 
window _ fixtures, lighting fixtures,- 
chairs, Enna Jettick electric signs, etc. 
At a sacrifice must be sold at once. 
Gorman’s Shoe Store, 22 Park Place, 
Morristown, N. J., or Irvin Rubin, 89 
Reade St., New York City. 























WANTED TO PURCHASE 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 5181 

















BETTER men’s shoe man is open for position 

as buyer or manager of store or department. 
More than fifteen years’ experience in that 
capacity. Most of that with one firm. Will fud- 
nish best of reference and go anywhere. City 
of seventy-five thousand or over preferred. Ad- 
dress F-647. care Boot & Shoe _ Recorder, 239 
West 39th Street, New York, N 





“FOR SALE 





ASE and complete shoe store shelving, at 
sacrifice. Perfect condition. Uchin Bros., 
36 Church St., New Brunswick, N. J. 





Skate Shoe Bar 


LYNN, Mass.—Burrows & Sanborn 
have a skate shoe bar on the side wall 
of the store, the top of the bar being 
of plate glass to suggest ice, the back 
ground being illustrated with snow 
scenes and-the-frame arrayed with pic- 
tures of shoes. On the table are skat- 
ing boots, skiing boots and other para- 
phernalia of Winter sports. 


Ski Shoe line wanted on commission basis for 
the territory Mountain States and Pacific 
Coast. Dee-Bee Importing Company, Manu- 
facturers’ Representatives, Portland, Oregon. 





WANTED 

By well-known West Coast Repre- 
sentative, fast line in-stock Ladies’ 
Novelty Shoes. Fast line in-stock 
Men’s and Boys’ Shoes. Handle on 
Commission Basis for reliable 
house. Address Box 515, 219 So. 
Flower, Los Angeles, Calif. . 











ESIRE to secure a line of shoes for the 
State of Iowa. Have covered the territory 
for the past ten years, = ~— a_ following. 
Address: H. H. Gr field, Iowa. 


N EW ORLEANS TERRITORY—Well known 

salesman, resident of New Orleans, is de- 
sirous of securing a line of low price ladies’ 
bedroom slippers or low price line of ladies’ 
novelties for New Orleans and vicinity. Knows 
all the buyers and can do a good job with the 
right lines provided price is right. For further 
particulars address F-642, care Boot & Shoe 


Recorder, 239 West 39th Street, New York, 
+, ae 











MICHIGAN Territory. Manufacturer’s Line 
of Children’s Stitchdowns or Prewelts. 
Men’s and Ladies’ House Slippers. Men’s Work 
and Dress Shoes. Commission Basis. Address 
Arthur S. Gawlick, Mgr., Parker Brothers Shoes 
& Repair, 5129 Hastings St., Detroit, Mich. 





WANTED TO PURCHASE 


WANTED—Used Hamel or Long Bed Lasting 

machine; state price, A-1 condition, com- 
plete. David Posada, 1647 Cahuenga Blvd., 
Hollywood, Calif. 


(COMPLETE well established shoe store in 
the ag Give particulars. Address F-644, 
care Boot Shoe rs 239 West 39th 


Street, New a. N.Y 











WE BUY 
Entire or gg! ae Whelessio and Retail 
Stocks. Shoes such as 
Wailk-Over, Floreneinn Tana detticn, Vital- 
ity, Arch Preserver,--Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 

IBVIN RUBIN 

“The House of Jobs” 

eade St., Cor. Church 
Phone 5 eee 17-7887 New York City 








Buyers | of Surplus Stocks 
surplus or entire stocks of shoes 
wen’ manufacturers, 1 jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 























address should be counted. ' 








CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 


mum charge, 75 cents. For all other classified advertisements the rate is 
When a box number is desired twelve words should be added for the address. 


7 cents per word. Minimum charge, $1.25. 


In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 


Classified advertising is payable in advance. 
t=" Advertisements for this page must be in our New York office on Friday of the week preceding publication. Se 
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Charting the Course 


for Spring and Summer 
[CONTINUED FROM PAGE 25] 


ries, the draped or bandana effect, 
achieved by the use of a fabric mate- 
rial or kidskin, is new and striking. 


Fabrics and Leather Both Good 


The material story has some sur- 
prises. Although gabardine is expected 
to have a good run, leathers are more 
important than might have been ex- 
-pected. There are several reasons for 
this. One may be just the swing of the 
pendulum. Another very probably is 
due to the growing appreciation for 
luxurious smooth looking surfaces. 
Certainly, the popularity of the soft 
toe, with its punchwork and perfora- 
tions, partly explains this change. Calf, 
patent, suede and kid all have a place 
in the Spring materials. Some crushed 
kidskin is finding its way into sport 
types. It has also been found that 
this fine leather can be cut out or per- 
forated without damage. 

Reptile and Pigskin for Novelties 

In novelty leathers reptiles and pig 
are being made up in natural or bright 
colors for all over shoes or as trims. 
Python is receiving special promotion 
for all over shoes. The newspaper pro- 
motion sprung by Mandel Brothers in 
Fair Week gave impetus to this mate- 
rial. 

Fabrics, other than gabardine, for 
real Summer wear, are of several kinds 
—-prints, linens, shantungs, meshes, 
piqués, and multicolor peasant weaves 
for play shoes. The prints are often 
trimmed with kid. Mesh is being at- 
tractively combined, this season, with 
leathers, and is another way of express- 
ing that feeling of airiness, which, 
again, is another way of combining 
style and comfort. 

As to color bread and butter is still 
bread and butter, and that means that 
black and navy are volume. But what 
about the frosting? There is plenty of 
it. There is choice of a whole family 


1938 


ef rich and lovely blues from Parisian 
to sky blue in resort and play shoes. 
The continued interest in copper has 
been unexpected, but not surprising 
when one sees what a lovely color it 
is with white and other Summer colors 
as well as with black, navy, and brown. 
This copper family seems to fill the 
need for a brown shoe. With the pros- 
pect of beige as an important ready- 
to-wear color, there is another reason 
tor the interest in this glowing tone. 
Calfskin is the material especially fa- 
vored in this color family. An equally 
beautiful accessory color is berry red 
in any one of its several versions. A 
few violet tones for special novelty 
selling. 


Ways of Combining Colors 


There is a good deal of mixing of 
these various colors, the contrasting 
color being used on only a very small 
surface, as for piping. A blue shoe, 
for instance, may be trimmed with a 
berry red kid piping. Copper, instead 
of tan, will be smartest on white shoes 
this Summer, and also with bisquette 
and brown. Dark shoes are frequently 
trimmed with white or light pipings, 
and white shoes with colored pipings, 
or tips and foxings. For volume, tan 
is still the best color on white sport 
shoes. According to present indications 
more all over white shoes will be sold 
than was expected, and white kid seems 
to be increasingly in demand here. 
Black suede in extremely airy models 
is expected to sell for Summer. Ombrés 
appear for occasional shoes for a defi- 
nite fashion use, such as gray ombré 
to wear with a gray suit, when, pre- 
sumably, out of several groups, one will 
be found to match the suit. 

From a questionnaire sent out to 
manufacturers all over the country, 
the committee responsible for the Chi- 
cago Fashion Show (staged and de- 
veloped by Ruth Kerr of New York 
and Maud Ashby of Chicago) were 
able to draw certain conclusions re- 
garding the best sellers, beginning with 
November 1, in factories in the pop- 
ular price range. 











Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 
MERCHANT’S SERVICE DEPT. 


209 So. State St., Chicago, IIl. 
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DR. PYLES FOOT OSCILLATOR 


The Most Remarkable Contribution to shoe retailing in 


recent years. Take your store out of the ordinary class. 
Install a Dr. Pyles Foot 
Oscillator, and watch your 










sales “Jump Ahead.”’ Brings 
to your customer ‘‘instant’’ 
foot relief. Makes fitting 
easier and quicker, Now in 
use by leading shoe 
and department stores 
throughout the coun- 
try. 








Can be operated by customer or thet with simplicity, 


operating costs less than 1¢ per 
Price $38.50, F.0.B., Stockton, California. 


Sold on satisfaction or money refunded guarantee. Write 
for full details of special offer. 


THE VI-PED-EX CORP. STOCKTON CALIFORNIA 


Conclusions from the Fashion Show 


We quote from Miss Hildegarde Fill- 
more, style editor of McCall’s Maga- 
zine, the official commentator for this 
Fashion Show. She was speaking of 
actual styles shown on the. runway. 
“Pumps and slip-ons are high lighted 
because these flattering patterns show 
an enormous increase. Gabardine is 
given prominence because it is still a 
leader in factory sales in spite of 
new fashion emphasis on fine leathers 
that are smooth in texture. Sandals 
are shown in a whole range of varia- 
tions because the sandal is rapidly 
becoming the basic shell for thousands 
of best seller patterns. Oxfords take 
third place because their prestige as 
indicated by factory sales has dimin- 
ished for Spring. 

“We cannot tell you which will be 
best sellers for your retail shops for 
the Spring season. But we hope that 
these hit sellers will give you some 
prophetic hints.” And we hope that 
this article may serve the same useful 
purpose, 


New Edition Now Ready 


1938 


Directory of 
Shoe Manufacturers 


35th ANNUAL EDITION 


Flexible Leather Binding, Fits Vest Pocket (234 x 514) 
Many More Changes Than Ever Before 


$2.0 


ORDER TODAY 


POST 
PAID 

















AMERICAN SHOEMAKING 


683 ATLANTIC AVENUE 
Tel. Liberty 0190-0520 


BOSTON, MASS. 














Page 52 





Boston Fund Campaign 
Progresses Favorably 


Boston, Mass.— Organization for 
conducting the Community Fund Cam- 
paign is nearly completed in the Shoe 
and Leather Industry under the chair- 
manship of Carl F. Danner. “We are 
pleased to report,” says Mr. Danner, 
“that in the past few days there have 
become associated with us in the cam- 
paign, the following: 

“R. H. Adams, Chales Cushman Co.; 
Chester Allen, Allen-Squire Co.; Ralph 
M. Belyea, Lucius Beebe & Sons, Inc.; 
John E. Daniels, John E. Daniels 
Leather Co.; John L. Devaney, Armour 
Leather Co.; H. Glassburg, D. Glass- 
burg & Son; Jos. Goldstein, Julius Gold- 
stein & Sons; Thos. E. Griffin, Thos. 
Griffin Lea. Corp; George Harding, 
Howes Bros. & Tanners Cut Sole Co.; 
Kivie Kaplan, Colonial Tanning Co.; 
Samuel J. Katz, Hubbard Shoe Com- 
pany; Robert Kenyon, Sands & Leckie; 
Albert Lappin, A. Shapiro, Inc.; Jas. 
Malley, Farmington Shoe Mfg. Co.; 
Harry E. Marean, Winslow Bros. & 
Smith Co.; F. Albert Hayes, American 
Hide & Leather Co.; Stanley Heald, 
Stetson Shoe Co.; W. F. Hickey, John 
R. Evans & Co.; Wm. C. McDermott, 
Weekly Bulletin Leather Shoe News; 
J. F. McElwain, J. F. McElwain Co.; 
Jas. E. McIntyre, 99 South Street; Wm. 
C. McKie, B. B. Chemical Co.; E. G. 
Meeker, Hunt-Rankin Co.; Philip A. 
Merrill, Day-Gormley Leather Co.; G. 
E. O’Brien, Monarch Leather Co.; S. N. 
Nectow, A. C. Lawrence Leather Co.; 
A. A. Rogers, Proctor Ellison Co.; 
Louis H. Salvage, Louis H. Salvage 
Co.; Roland Seabury, Seabury & Cush- 
man; J. A. Slosberg, Green Shoe Mfg. 
Co.; D. A. Varnerin, Howes Bros. & 
Tanner Cut Sole Co.; Daniel E. Wat- 
son, Watson Cut Sole Co.; Geo. Wight- 
man, Northwestern Leather Trust. 

“We have had some increases over 
last year in contributions to date, and, 
in behalf of the social agencies whose 
work must be continued, we urge the 
unstinted financial support of the com- 
panies, executives and employees in our 
trade. All must do their full share 
tc support the agencies’ activities. 
1 These agencies have their problems and 
i they help us vitally, even though it does 
ii not show on our balance sheets in black 
and white. And we have our problems 
too, as we know only too well, but in 
spite of them, we must help the plight 
of those more unfortunate and help to 
build a more stable community in which 
to do business.” 











































Jones-Walsh Incorporated 


Sr. Louts, Mo.— The Jones-Walsh 
Shoe Company which recently pur- 
chased the assets of the St. Louis Shoe 
Mfg. Company, has incorporated with 
a@ capital stock of $125,000, $100,000 in 
$50 par value preferred stock and $25,- 
000 in $5 par value common authorized. 

Executives and directors of the cor- 
poration are John Walsh, J. L. Jones, 
J.. Montfort, Felix Garnier and A. C. 
Clark, . 
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Upper NEW YORK chooses 


COLONIAL 
PATENT 








"The shoe manufacturers of New York State are old hands 
at making a walking shoe feel comfortable and a comfort- 


able shoe look unusually smart — as their pairage proves! 


When it comes to selecting their patent leathers they 
choose Colonial for their high-quality lines. Colonial 
Patent meets their needs for flexibility, long wear, and 
the utmost brilliancy of finish. Colonial Patent colors 
give them the fashion-rightness which is more impor- 
tant than ever for daytime shoes to have this year. May 
we send you samples of these new colors? Just address 


your request to our Department R. 


COLONIAL TANNING COMPANY, 207 SOUTH 


eeegete 


ee OG ENN 





STREET, BOSTON, MASS. 
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A NEW FORMULA 


FOR SUCCESSFUL RETAILING.... 


FOLLOW THE HEALTH 
SPOT SHOE PROGRAM 
FOR 1938! 


WINDOWS — Special teacher back- 


ground service that stops traffic in front 





of your store and can be seen by pening 
automobile traffic. 


SALESPEOPLE — Visual Education by 
sound and picture. Intensive training of re- 
tail salesman in Selling Technique. 


RADIO — Intelligent appeal thru the 
large radio stations, to the millions of foot 
sufferers, making thousands of people 
Health Spot Shoe conscious. 


FOOT BALANCE INDICATOR— 
Available only to exclusive Health Spot 
Shoe Dealers, the Foot Balance Indicator 
is a new and dependable sales stimulant. 


It offers your customers a helpful and un- MAKING FOOT BALANCE TEST 


Rigid tests prove that the patented construction of Health Spot 
Shoes controls and balances body-weight in the feet. 





usual service. 


Long term exclusive Health Spot Shoe Dealer contracts are available 
in a number of small cities in the United States. Write for information. 





MUSEBECK SHOE CO. 


DANVILLE, ILLINOIS 




















FOR 1938 
ENDICOTT 
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line of girls? 


OXFORDS 





Seven days a week and fifty-two weeks a year, girls 
and women in your city are buying and wearing ox- 
fords. School girls, factory and office workers, store 
clerks, housewives, nurses...every young woman will 
want a pair. And here ar _ the shoes you need to sell 
them ...every type and style you'll need... all the 
quality and wear and good looks that any girl or 
woman would ask, at the price she wants to pay. 





Order your oxfords NOW for volume selling this 
Spring and Summer. They're best sellers...every one! 


ENDICOTT. JOHNSON 
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1565—White Side Oxford, Vamp 
Cut-outs, Vamp and Quarter Per- 
forations, 11/8 Leather Heel. 
Goodyear Stitched. 21/9. 

1566—White Side, Brown Tongue 
and Quarter Trim .......... 1.50 


1574—Two Tone Oxford, Vamp 

and Quarter Lacing, 11/8 Leather 

Heel, Goodyear stitched, 21/2/9. 
1.60 





1569—White Nu-Buck, Brown 
Vamp and Quarter Overlay and 
Eyelet Trim. 312/9......... 1.60 


1570—Same in Misses’, 8/8 
Leather Heel. 12/3 ........ 1.45 


1571—All White. 34//9..... 1.60 
1572—Same in Misses’. 121/2/3. 
1.45 


1772—White Side Oxford, Cord 
Stitched and Perforated Vamp 
and Quarter, Rubber Sole, 10/8 
Rubber Tap Heel, McKay. 2!/2/9. 

1.321/2 
2331—White Elk, Snap-on Kiltie 
Tongue Oxford, Vamp Perfora- 


tions, Crepe Sole, Anti-trip Heel. 
Goodyear Welt. Widths - 





2332—Grey Suede. 
2333—Brown Side. 


1550—White Side, Snap-on Kiltie 
Tongue Oxford, Vamp Cutouts, 
Nickel Eyelets, 11/8 Leather wt 
Goodyear Stitched. 31/9 .. 1.50 


1551—Misses’, with 8/8 H ee AA 


1779—White Side, Snap-on Kiltie 
Tongue Oxford, Brown Quarter 
Panel and Tongue, Sport Rubber 
Sole and Anti-trip Heel, McKay. 
DE rn. cdheen saa: 1321/2 
1782—All White Side. 


2334—White Nu-Buck Bal Oxford, 
Crepe Sole, Anti-trip Heel. Good- 
year Welt. Widths ABC, a 


2335—White Side, Brown Quarter 


Panel. 


1563—White Side Oxford, Vamp 
Stripping and Perforations, 11/8 
Leather Heel. Goodyear Stitched. 
22/9. 

1564—White Side, Brown Vamp 
Stripping and Quarter Trim . 1.50 











ENDICOTT, N. Y. @ ST. LOUIS, MO. @ NEW YORK CITY 
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the 
il 


close ex big things 


behind smart styling w 
for distorted contours that suggest 


things that either enhance or deform the character o ©—a misshaped toe, an, 


inflexible back edge or an uneven 
sole line can cost you a customer. 


The services of this company 
in analyzing box toe troubles and 


offering recommendations 
are available to all retailers. 

Comprehensive cost figures on 
Beckwith box toes will be given 


to any manufacturer you may ’ 
suggest. 


Minimize your box toe prob- 


fone Beckwith l} (yy | () |: C 
ox toes. | N 


MH hen OV CMO VOU’ SHOCS 


BECKWITH MANUFACTURING ( 


COMPANY 
DOVER « NEW HAMPSHIRE 
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